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Computer  choice 

The  professional  session  on  computers 
in  pharmacy  at  this  year's  British 
Pharmaceutical  Conference  was  by  no 
means  the  first  on  the  subject — and 
will  certainly  not  be  the  last  (the 
conference  of  Scottish  pharmacists 
next  month  has  the  same  theme,  for 
example).  But  just  as  a  plethora  of 
products  in  the  same  market  probably 
indicates  that  no-one  has  yet  come  up 
with  one  that  does  the  job  with  100  per 
cent  success,  so  the  number  of  people 
talking  about  computers  is  a  sign  that 
too  little  is  known  by  too  few,  and  that 
no  independent  observer  or 
organisation  has  yet  found  a  definitive 
answer  to  the  problems  the  computer 
can  create  in  the  process  of  solving 
others. 

The  United  States  has  already 
trodden  this  path,  and  many 
representatives  from  wholesaler 
organisations  in  particular  have  long 
studied  their  methods.  But  once  they 
have  made  their  own  commitment  they 
are  compelled  to  encourage  customers 
to  follow  their  lead  in  choice  of 
equipment.  A  number  of  general 
practice  pharmacists  have  been  bitten 
by  the  computer  bug  and  have  devised 
their  own  dispensary  or  point-of-sale 
systems,  but  in  some  cases  even  they 
have  become  involved  with  commercial 
exploitation. 

The  computer  industry  itself  is  the 
least  helpful  of  all,  with  too  many 
systems  looking  for  profitable 
applications.  Often  a  system  will  fall 
short  of  what  is  required  or  provide 
an  expensive  overkill  in  capacity  and 
the  trouble  for  pharmacists  wishing  to 
enter  this  world  for  the  first  time  is 
that  they  are  unable  to  identify  their 
requirements — both  current  and 
potential — until  they  have  already 
experienced  working  with  a  system, 
that  is,  until  it  is  too  late  to  change. 

Now,  from  the  USA,  comes 


something  of  a  life-line.  "The 
Pharmacy  Computer  Handbook"*  is  a 
loose-leaf  document  of  a  mere  141 
pages  but  it  sets  out  to  put  the 
pharmacist  into  a  buyer's  market 
rather  than  a  seller's.  It  is  written  in 
non-technical  language  and  "takes  you 
every  step  of  the  way  through  the 
computer  justification,  selection  and 
installation  process". 

The  need  for  such  assistance  is 
confirmed  in  the  introduction,  which 
should  ring  warning  bells  for  the 
British  pharmacist  when  it  states:  "As 
the  profit  potential  lured  more 
companies  and  individuals  into  the  field 
pharmacies  quickly  became  the  subject 
of  an  increasing  number  of  'horror 
stories' .  .  .  The  pharmacist,  with  little 
or  no  data  processing  experience, 
chose  from  only  two  or  three  vendors 
...  or  would  discover  that  his  vendor 
had  gone  out  of  business  and  had  left 
him  with  the  task  of  'debugging'  the 
computer  programs  Which  had 
never  worked  properly". 

At  the  heart  of  the  handbook  is  the 
"request  for  proposal" — a  multi-page 
questionnaire  to  be  sent  to  vendors 
seeking  a  formal  response  on  system 
performance.  On  the  route  to  this 
questionnaire,  the  pharmacist  learns  to 
evaluate  his  own  requirements  and  to 
classify  them  by  degree  of  importance. 

Unfortunately,  the  handbook  is 
concerned  only  with  the  dispensing  side 
of  the  business — though  in  the  USA 
this  means  charging  the  patient  as  well 
as  checking  for  interactions  and 
printing  labels.  Opinion  is  divided  in 
Britain  about  whether  the  dispensary 
or  the  front  shop  provides  the 
greatest  opportunity  for  cost  savings, 
but  there  are  lessons  to  be  learned, 
whichever  application  is  contemplated. 

Several  systems  are  undergoing 
trials  in  the  UK,  so  at  some  time  in  the 
near  future  the  British  pharmacist 
may  have  a  choice  to  make. 

♦Business  Systems  Research  Group,  10218 
Chimney  Hill,  Dallas,  Texas  75243,  USA, 
price  $29.95  plus  $9.00  for  overseas  airmail. 
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THIS  WEEK'S  NEWS 


Notional  pricing: 
NPA  promises  a 
'balanced'  report 


A  "properly  balanced  appraisal"  of 
wholesalers*  notional  pricing  and 
discounting  has  been  promised  by  the 
National  Pharmaceutical  Association 
when  it  publishes  the  results  of  a 
survey  currently  in  progress. 

The  NPA  chairman,  Mr  David 
Coleman,  gives  the  assurance  in  reply 
to  criticism  of  the  Association's 
attitude  to  notional  pricing  expressed 
by  Mr  A.  Ritchie,  chairman,  at 
Macarthys  Pharmaceuticals'  annual 
meeting  (C&D  last  week,  p528)  and  in 
a  personal  letter  to  Mr  Coleman. 

In  the  letter,  Mr  Ritchie  argued 
that  the  NPA's  proposed  listing  should 
include  details  of  the  surcharge  on 
the  average  wholesale  account  created 
by  notional  pricing,  settlement 
discounts  and  credit  terms  offered,  the 
terms  on  which  counter  products  are 
supplied,  and  any  "service  charge" 
applied  to  small  accounts — in  effect, 
the  overall  "pricing  package". 


Questionnaire 


In  reply,  Mr  Coleman  agrees  that 
these  points  are  required  for  the 
pharmacist  to  reach  a  balanced 
judgment.  "The  questionnaire  that  we 
have  prepared  for  completion  by 
wholesalers  (and  which,  incidentally, 
was  in  its  final  form  before  Alan 
Ritchie's  letter  arrived)  seeks  all  the 
above  information  and  I  hope  that 
all  wholesalers  will  help  us  by 
completing  it. 

"It  is  our  aim  to  publish  the  results 
of  the  survey  as  simply  as  possible  to 
guide  NPA  members  through  the 
present  maze.  We  will  also  publish  the 
names  of  those  wholesalers  who  do  not 
respond." 

However,  Mr  Coleman  reiterates 
NPA's  view  that  a  reduction  in 
discount  is  preferable  to  notional 
pricing,  which  causes  considerable 
confusion.  Individual  members,  he 
says,  will  wish  to  see  how  notional 
pricing  and  discounts  affect  their  own 
businesses — they  will  be  "much  less 
interested  in  average  wholesale 
accounts". 

"It  is  not  our  wish  to  'throw 
wholesalers  to  the  lions'.  Indeed,  in 


some  areas  we  are  very  concerned 
that  the  current  disturbed  situation  in 
wholesaling  could  lead  to  a  reduction 
in  the  number  of  wholesalers  to  an 
unacceptable  level." 

NPA  have  been  sending 
questionnaires  to  wholesalers  this  week 
and  they  ask  any  which  do  not  receive 
one  by  October  11  to  contact  NPA 
headquarters.  This,  says  Mr  Coleman, 
applies  only  to  those  providing  a  full 
"ethicals"  service — "we  are  not 
concerned  with  short-run  cowboys". 

Lives  6at  risk'  from 
chemist  diagnosis 

"Patients'  lives  could  be  at  risk  if 
chemists  are  allowed  to  diagnose  and 
treat  common  illnesses"  according  to  a 
recent  Barking  &  Dagenham  Post  in 
their  follow-up  to  a  survey  discussed 
at  this  year's  BP  Conference  (C&D, 
September  20,  p454). 

The  survey  of  37  Edinburgh  GPs 
showed  that  35  per  cent  of  doctors 
would  allow  a  pharmacist  to  diagnose 
infections  of  the  urinary  tract,  throat, 
ear,  respiratory  tract  and  skin. 

Under  the  headline  "  'Doctor 
chemist'  idea  is  sick,  say  GP's",  the 
Post  said  that  many  doctors  in  the 
Dagenham  and  Barking  area  are 
opposed  to  the  idea — "Only  one  doctor 
we  spoke  to  agreed  with  the  principle". 

Four  doctors  were  quoted  in  the 


article,  one  saying  that  "A  little 
knowledge  is  a  dangerous  thing.  This 
could  put  lives  at  risk".  The  GP  who 
agreed  with  more  pharmacist 
prescribing  said  that  it  would  ease  the 
burden  from  doctors  who  have  more 
urgent  matters  to  attend  to:  "After  all, 
pharmacists  have  been  doing  this  for 
years  and  many  people  treat  themselves 
anyway".  ■ 

Pharmacy  numbers 
jump  by  17 

There  was  a  net  gain  of  17  pharmacies 
in  September.  This  is  the  largest 
monthly  rise  for  several  years1 — the 
previous  record  was  a  gain  of  16  in 
November  1979. 

The  corrections  to  the  Pharma- 
ceutical Society"s  register  show  that  in 
September  there  were  30  openings  and 
13  closures.  This  brings  the  net  loss 
of  pharmacies  this  year  to  17. 

In  England,  24  opened  up,  of  which 
four  were  in  London,  and  eight  closed 
down.  Three  opened  up  in  Scotland 
and  three  closed  down,  with  three 
opening  up  and  two  closing  down  in 
Wales.  This  is  the  second  time  this  year 
there  has  been  a  monthly  gain  of 
pharmacies —  in  August  there  was  a 
net  gain  of  two.  ■ 

August  sales 

Retail  sales  of  all  chemists  rose 
1 1  per  cent  in  August  to  an  index  of 
147  (1976=100).  This  is  2  per  cent 
above  that  for  all  businesses  which 
showed  a  rise  of  9  per  cent  (index 
153)  and  7  per  cent  up  on  all  small 
businesses  which  rose  by  only  4  per 
cent  (index  126).  Large  businesses 
were  up  12  per  cent  (index  170)  of 
which  co-operative  societies  increased 
sales  by  13  per  cent  (index  148).  ■ 
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Casting  vote 
stops  PR 
boost  for 
Society  

A  further  proposal  for  developing  the 
Pharmaceutical  Society's  public 
relations  activity  has  failed  to  win 
Council  approval.  The  total  additional 
expenditure  would  have  been  about 
£25,000  yearly,  the  Council  heard  at 
this  month's  meeting. 

At  its  August  meeting  the  Council 
referred  back  to  the  Organisation 
Committee  a  proposal  which  would 
have  involved  an  expenditure  of  about 
£50,000  on  public  relations  {C&D 
August  16,  p244).  Mr  Philip  Paul,  the 
director  of  public  relations  then 
prepared  a  further  paper,  which  was 
circulated  for  the  Committee's 
consideration.  Mr  Paul  asked  for  an 
early  "phase  one"  appointment  of  "one 
and  a  quarter  persons"  in  the  form  of 
a  senior  public  relations  officer  and  a 
part-time  broadcasts  adviser,  at  a  cost 
of  about  £18,000. 

The  Committee  questioned  the 
feasibility  of  making  those  appointments 
in  the  light  of  the  Department's  current 
secretarial  resources,  and  suggested  that 
the  director's  proposals  should  include 
provision  for  a  secretary /clerical 
assistant.  They  also  wished  to  know 
what  the  role  of  the  senior  public 
relations  officer  would  be,  and  would 
this  mean  more  active  public  relations. 

Creative  campaign 

The  DPR  said  he  was  trying  to 
implement  a  creative  public  relations 
programme  in  addition  to  the  routine 
work  of  responding  to  criticism,  but 
emphasised  that  the  appointment  of  a 
senior  public  relations  officer  would 
enhance  the  department's  creative  work. 
It  was  then  generally  agreed  that  the 
department  needed  more  secretarial 
assistance. 

The  treasurer  repeated  his 
argument  that  there  was  currently  no 
provision  for  such  proposals  in  the 
1981  estimates  and  that,  if  they  were 
accepted,  an  increased  retention  fee 
might  be  necessary  in  1982.  After 
discussion,  the  Committee 
recommended  that  the  "phase  one" 
proposals  be  accepted,  together  with 
the  appointment  of  a  secretarial /clerical 
assistant,  at  a  total  cost  of  about 
£25,000.  The  recommendation  was 
approved  by  the  Finance  and  General 
Purposes  Committee. 

During  the  Council  discussion,  Mr 
Myers  opposed  the  recommendation. 
To  approve  expenditure  of  some 
£25,000  in  the  way  proposed  made 
a  nonsense  of  the  Society's  plea  that 
it  was  hard  up,  he  said.  Mr  Stevens 


The  joint  public  relations  evening  held 
by  four  Pharmaceutical  Society  branches 
(C&D,  last  week,  p529)  was  reported  as 
very  successful.  Shown  in  the  picture 
are  (left  to  right)  John  Murphy,  Croydon 
Branch  PR  officer,  Miss  Philippa 
Harrison  and  Councillor  D.  <M.  Harrison, 
the  mayoress  and  mayor  of  Epsom  and 
Ewell,  Edith  Ridyard,  Aileen  Edwards, 
and  Eric  Dubois,  PR  officers  for  Epsom, 
Thames  Valley  and  West  Surrey 
Branches 

also  opposed  the  recommendation, 
which  was  then  put  to  the  vote.  There 
were  eight  votes  in  favour  and  eight 
against,  and  the  president  therefore 
declared,  in  accordance  with  standing 
orders,  that  the  motion  had  not  been 
carried.  ■ 


US  move  to  ban 
camphorated  oil 

An  advisory  panel  in  the  USA  has 
recommended  that  the  Food  and  Drug 
Administration  remove  camphorated 
oil  from  the  OTC  market  because  it  is 
too  often  taken  for  castor  oil,  with 
poisonous  results. 

Camphorated  oil  is  a  toxic  central 
nervous  system  stimulant,  and  as  little 
as  two  teaspoonfuls  can  be  fatal  to 
an  adult.  Tn  its  report,  the  panel  said: 
"The  dangers  of  poisoning  associated 
with  the  use  of  camphorated  oil  far 
outweigh  the  minimal  therapeutic 
value  of  this  product."  They  found  no 
data  supporting  the  effectiveness  of 
camphorated  oil  when  applied  to  the 
skin. 

'Noting  that  the  product  has  fallen 
into  disuse  in  recent  years,  the  panel 
recommended  that  it  be  removed  from 
the  market  because  of  reports  of  its 
being  accidently  confused  with  castor 
oil.  They  were  especially  concerned 
with  the  toxic  effects  of  camphorated 
oil  when  erroneously  administered  to 
infants  and  children,  who  are  less  able 
to  tolerate  the  poison  than  adults. 
Statistics  compiled  by  the  National 
Clearinghouse  for  Poison  Control 
Centres  record  706  ingestions  of 
camphorated  oil  from  1974  to  1978 — 
421  occurring  in  children  under  five. 

The  panel's  work  is  part  of  a 
comprehensive  FDA  review  of  the 


ingredients  and  labelling  of  all  drug 
products  sold  without  a  prescription. 
Camphorated  oil  came  to  the  panel's 
attention  through  a  New  Jersey 
pharmacist  who  reported  a  number  of 
accidental  poisonings.  ■ 

Scots'  conference 

"Computers  in  pharmacy"  is  the 
theme  of  the  Sunday  morning  session 
of  the  Conference  of  Scottish 
Pharmacists. 

The  conference  will  be  held  in  the 
Station  Hotel,  Ayr,  on  November  1  and 
2.  It  begins  with  a  dinner/dance  on 
Saturday  evening.  Speakers  at  the 
Sunday  morning  are  Mr  J.  E.  F. 
Reynolds,  editor  of  Martindale,  and 
Mr  D.  W.  M.  Davidson,  a  general 
practice  pharmacist. 

The  Macmorran  lecture  on  Sunday 
afternoon  is  by  Professor  J.  E.  Smith, 
Department  of  Applied  Microbiology, 
University  of  Strathclyde.  The  title  is 
"Newly-discovered  dangers  of 
mycotoxins  to  man  and  animals".  ■ 

Hepatitis  vaccine 

The  first  large-scale  double-blind  trial 
of  a  new  hepatitis  B  vaccine  has  shown 
it  to  be  96  per  cent  effective  in  eliciting 
antibodies  and  92.3  per  cent  effective 
in  protecting  against  the  disease. 

These  findings  were  published  in  the 
New  England  Journal  of  Medicine. 
The  vaccine  was  developed  in  the 
laboratories  of  the  Merck  Institute  for 
Therapeutic  Research  in  Pennsylvania. 
Over  1,000  volunteers  took  place  in  the 
trial  at  the  New  York  Blood  Centre. 

The  study  demonstrated  that  the 
vaccine  stimulated  the  development  of 
high  levels  of  antibody  against  the 
hepatitis  virus  in  96  per  cent  of 
recipients,  who  received  the  required 
three  doses,  and  that  it  was  92  per 
cent  effective  in  protecting  against 
hepatitis  B,  as  judged  by  evidence  of 
liver  damage.  It  also  provided  evidence 
that  hepatitis  B  virus  antibody  induced 
by  the  vaccine  does  confer  high  levels 
of  protection  against  infection,  and  that 
the  vaccine  may  be  expected  to  protect 
against  hepatitis  B  under  all  modes 
of  transmission.  ■ 
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'Secondary-source'  Charlie  sets 
Argos  up  for  cut-price  test 


Argos  Distributors  claim  that  Revlon 
are  continuing  to  refuse  to  supply 
them  with  Charlie  perfume,  but  that 
they  are  obtaining  it  through  a 
secondary  source. 

Argos  are  proposing  to  sell  Charlie 
for  £3.99  (Revlon  recommend  £5.50) 
and  say  that  if  their  proposed  cut-price 
three-week  drive  is  successful  they  will 
consider  including  it  in  their  main 
catalogue — provided  their  secondary 
supplier  can  get  hold  of  sufficient 
supplies.  They  emphasise  that  at  this 
price  they  still  retain  a  profit  margin 
and  the  product  is  not  being  introduced 
as  a  "loss-leader". 

Revlon  have  no  comment  to  make 
other  than  to  confirm  that  the  Argos 
supplies  of  Charlie  came  from  an 
alternative  source.  Previously  they  had 
given  written  assurances  (see  C&D 
September  13,  p380)  to  the  Office  of 
Fair  Trading  "not  to  establish  minimum 
prices  on  the  resale  of  their  goods  in 
the  UK  and  not  to  publish  prices  in 
such  a  way  that  might  be  understood 
to  discriminate  in  any  way  contrary  to 
the  Resale  Prices  Act  1976  against  any 
dealer  who  advertises  or  sells  the 
company's  products  at  reduced  prices." 

Argos  say  that  among  other 
companies  refusing  to  supply  them 
are  Charles  of  the  Ritz,  Max  Factor 
and  Chanel. 

A  spokesman  for  Argos  told  C&D : 
"At  a  time  of  economic  stringency 
when  manufacturers  are  fighting  for 
sales,  Argos,  a  very  successful 
company,  are  offering  to  sell  their 
products  yet  are  being  refused 
supplies." 

A  meeting  that  had  been  arranged 
between  the  Argos  chairman  and  Mr 
Scanlon,  Revlon  UK's  managing 
director,  was  cancelled  by  Revlon. 

The  Office  of  Fair  Trading 
commented  that  two  different  issues 
were  at  stake.  Revlon  had  undertaken 
not  to  insist  on  minimum  prices  and 
under  the  Resale  Prices  Act  it  was 
forbidden  not  to  supply  for  discounting 
reasons.  However,  this  point  OFT  says 
is  hard  to  prove  in  the  Argos  case.  ■ 


Dalkon  IUD  warning 


A.  H.  Robins  are  sending  a  letter  to  all 
UK  doctors  advising  them  to  remove 
the  Dalkon  Shield  IUD  from  any  of 
their  patients  who  may  still  be  using 
one. 

The  letter  is  in  response  to  recent 
medical  reports  that  have  associated 
the  long-term  use  of  inert  IUDs  with 
pelvic  infections  caused  by 
Actinomyces  israeli.  It  suggests  that 
any  removed  Shields  should  be 


submitted  for  laboratory  examination 
in  a  search  for  symptoms  consistent 
with  pelvic  actinomycosis.  A  similar 
letter  was  sent  to  American  doctors 
at  the  end  of  September  and  a 
spokesman  for  the  company  said  that 
letters  would  be  sent  to  doctors  in  all 
countries  where  the  Shields  may  have 
been  fitted  or  worn. 

The  Dalkon  Shield  is  no  longer 
manufactured  and  the  UK  distribution 
was  discontinued  in  1974  after  reports 
of  pelvic  inflammatory  disease  in 
users.  A.  H.  Robins  think  that  only  a 
very  small  number  of  women  in  the 
UK  will  still  be  using  the  Shield.  ■ 


Jail  sentences  for 
'fake  perfume  frauds' 

Three  members  of  a  gang  that  planned 
a  multi-million  pound  fraud  with  fake 
perfume  were  jailed  last  week.  A  fourth 
member  received  a  suspended  sentence. 
It  was  the  first  case  of  its  kind 
involving  the  fraudulent  copying  of 
famous  products — specifically  the 
lean  Patou  product,  loy,  advertised  as 
the  world's  most  expensive  brand  of 
perfume. 

During  their  investigation,  police 
found  200,000  bottles  of  fake  Joy 
— with  a  face  value  of  £3  million 
— and  30,000  empty  bottles  for  another 
perfume,  Miss  Dior,  Mr  James 
Wadsworth,  prosecuting,  told 
St  Albans  Crown  Court. 

The  real  perfumes  are  made  in  Paris. 
But  the  gang  did  their  secret  perfume 
production  at  a  small  factory  in 
Buckinghamshire.  The  court  had  heard 
how  the  gang  spent  thousands  of 
pounds  producing  caps,  bottles  and 
packaging  designed  to  be  identical  to 
the  real  products.  They  had  planned  to 
flood  the  market  and  catch  the 
Christmas,  1978  trade.  But  police 
moved  in  before  they  could  get  their 
goods  to  the  shops.  Judge  Michael 
Hickman  told  the  four  men  in  the 
dock:  "You  played  for  high  stakes, 
and  fortunately  for  the  public — the 
potential  losers — you  lost." 

Alan  Duggan,  35,  of  Leithcote 
Gardens,  Streatham,  London  said  by 
the  judge  to  be  the  "mainstay"  of  the 
operation,  was  jailed  for  four  years 
after  being  convicted  on  one  charge 
of  conspiracy  to  defraud  Jean  Patou. 
Ian  Dolan,  29,  of  Winters  Way, 
Waltham  Abbey,  Essex,  was  jailed  for 
three  years.  He  was  convicted  of  the 
Jean  Patou  conspiracy  and  another  in 
respect  of  Dior  Ltd.  He  admitted  a 
third  relating  to  another  perfume, 
Aramio.  Melvyn  Goldman,  33,  of 


Kimberley  Avenue,  Romford,  Essex, 
was  convicted  on  the  Jean  Patou 
conspiracy  charge,  and  jailed  for  two 
years.  His  brother,  Barry  Goldman,  26, 
of  Onslow  Gardens,  Woodford,  Essex 
also  convicted  on  the  Jean  Patou 
charge  received  a  12  month  jail 
sentence,  suspended  for  two  years. 
He  was  ordered  to  pay  £500  costs. 
The  four  had  claimed  they  were 
involved  in  a  legal  business  operation. 

Mr  Bernard  Hargrove,  QC,  for 
Dolan,  told  the  court  that  this  was 
the  first  time  a  criminal  case  had  been 
brought  for  an  offence  of  this  kind.  ■ 

Label  covered— £100 
fine  on  chemists 

A  "fine"  of  £100  has  been  imposed 
upon  a  chemist  contractor  who 
dispensed  chloramphenicol  ear  drops 
instead  of  eye  drops. 

Birmingham  FPC  Service 
Committee  heard  that  a  complaint  was 
received  from  a  member  of  the  public 
that  the  eye  drops  had  been  prescribed 
for  his  18  month  old  daughter,  who 
had  mild  conjunctivitis.  The  drops  had 
been  administered  causing  soreness. 

At  the  hearing  the  pharmacist 
explained  that  the  label  denoting 
"ear  drops"  on  the  small  bottle 
dispensed  had  been  partly  obliterated 
by  his  firm's  own  dispensing  label  and, 
therefore,  the  wrong  bottle  had  not 
been  noticed  when  he  had  checked  it. 
The  firm  had  undertaken  considerable 
research  and  reassured  the  complainant 
that  there  would  be  no  ill  effects  to 
his  daughter's  eyes. 

The  Committee  were  concerned 
about  the  labelling  procedures  used 
where  small  bottles  or  containers  were 
used  with  titles  described  in  small 
print,  and  said  that  steps  should  be 
taken  to  ensure  the  incident  did  not 
occur  again.  The  Committee  found 
the  firm  in  breach  of  their  terms  of 
service  and  recommended  that  they 
be  reprimanded  and  that  £100  be 
withheld  from  their  remuneration. 
The  recommendation  was  confirmed  by 
the  Secretary  for  Social  Services.  ■ 


Addis  bicentenary 


A  book  has  been  published  to  mark 
the  bicentenary  of  Addis  Ltd.  "Addis 
1780-1980  All  About  the  Home" 
(£1.95  paperback,  £3.90  hardback) 
covers  the  birth,  growth  and 
diversification  of  the  company  which 
has  been  led  by  the  Addis  family  for 
seven  generations. 

The  book  is  well  illustrated  and 
includes  photographic  comparisons  of 
production  in  the  1920's  and  the 
modern  techniques  now  in  use. 
Publications  for  Companies,  Cutting 
Hill  House,  Benington,  Stevenage, 
Herts  SG2  7DJ.  ■ 
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CASH  &  CARRY 

39/55  PHILIP  LANE, 
TOTTENHAM,  N.15 


SPECIAL  OFFERS  PERIOD  11 


13th  OCT,  -7th  NOV,  1980 


HEAD 
ZAND  SHOULDERS' 


SUPER 
CASE  OF  6 

FAMILY 
CASE  OF  12 

LARGE 
.CASE  OF  12 


NORSCA 
FOAM  BATH 


LARGE  6's     r\   f—  r\ 

SELL  AT  84p  O'OU 


=  20%  P.O. R. 

STANDARD 
12's 
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Tues  8.30  am- 


SPECIAL 
PURCHASE' 
LILLETS 

20's  +  4  FREE 
REGULAR 
CASE  OF  24 

CASE0F2411'80 


4-59 

20% 


SELL  AT  55p 
P.O.R 

V0  5 

,    1 1  SHAMPOO 

10-QO  I  1  50  ml.  +  33% 
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OF  36 


8-20 


ALBERTO 
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=  20% 
P.O.R. 
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XMAS  GIFT  SETS 
AVAILABLE  NOW 

AT  THE 
LOWEST  PRICES 
IN 

LONDON 


FENJAL 
CREME  BATH 


98  ml. 

PACK  OF  6 


231  ml. 
PACK  OF  2 


8-70 
5-62 


OIL  OF  ULAY 
250  ml.  iC.QQ 
CASE  OF  1  2  l\J  %J%y 


1  50ml. 
CASE  OF  1  2 
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vCASE  OF  12 
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7-10 
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SUBJECT  TO  AVAILABILITY  AND  VAT  WHERE  APPLICABLE 
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PEOPLE       TOPICAL  REFLECTIONS 

By  Xrayser 


Mr  John  Speller  has  resigned  from  his 
position  as  sales  manager  at  Sangers 
Pharmaceuticals — only  18  months  after 
joining  the  group  from  Un'ichem  where 
he  was  general  sales  manager.  At  the 
time  of  the  move  (C&D  'March  31, 
1979)  he  said  he  was  taking  the 
opportunity  to  join  a  young  team  on 
the  ground  floor;  Sangers  have  so  far 
made  no  statement  concerning  the 
resignation.  ■ 

Mr  Graham  McConnochie  has  resigned 
from  the  Guinness  Group  to  pursue 
personal  business  interests  in  Australia. 
Mr  McConnochie  spent  25  years 
building  Jackel  International  and  only 
relinquished  his  chairmanship  of  the 
group  in  June  of  this  year  (C&D, 
June  28,  pi  154). 

At  that  time  it  was  announced  that 
he  was  to  take  up  the  post  of  chief 
executive  for  the  development  of 
Guinness  Group's  (who  now  own 
Jackel)  non-brewing  interests  in 
Australia  and  parts  of  south-east  Asia. 

Commenting  on  the  resignation 
Mr  Terry  Bevan,  managing  director 
of  Jackel  in  the  UK,  says  that  he  was 
sorry  to  hear  of  Mr  McConnochie's 
decision  in  view  of  the  considerable 
influence  that  he  had  on  the  growth  of 
the  Jackel  business.  ■ 


News  in  brief 


■  Supplement  number  7  to  the  list  of 
Approved  Names  1977  has  been 
published  and  is  effective  from  October 
1.  It  can  be  obtained  from  the  British 
Pharmacopoeia  Commission,  Market 
Towers,  1  Nine  Elms  Lane,  London 
SW8  5NQ.  A  new  list  of  Approved 
Synonyms  for  names  in  the  European 
Pharmacopoeia  has  also  been  published. 
This  is  effective  from  December  1. 

■  Interferon  ampoules  can  be  obtained 
from  any  Russian  pharmacy  for  as 
Jittle  as  £0.37,  according  to  a  recent 
report  in  The  Times. 

The  report  quotes  Tass,  the  Soviet 
news  agency,  as  saying  that  commercial 
production  of  interferon  began  ten 
years  ago  and  it  was  now  produced  in 
Moscow,  Tiblisi,  Ufa,  Perm  and  Tomsk. 
It  is  prescribed  for  preventing  upper 
respiratory  tract  viral  diseases  and, 
according  to  Tass,  has  been  used  for 
more  than  a  decade.  ■ 


Deaths 


Brooker.  On  September  26,  Mr  Percy 
William  Brooker,  Liphook,  Hants. 
Mr  Brooker  registered  in  1916. 


Turned  off 


"It  was  that  sudden  spurt  of  gardening 
wot  done  it."  At  two  a.m.  in  the 
morning  the  words — so  often  heard 
from  customers — came  back  to  my 
mind  with  a  vengeance,  for  I  had 
spent  the  last  few  days  of  my  holiday 
in  a  grand-slam  clear  up  of  the  garden. 

I've  humped  and  carried  like  a 
navvy,  literally  rooted  out  the  stumps 
of  a  couple  of  trees  felled  last  year,  a 
job  that  took  all  day  and  left  holes  like 
craters  on  the  front  lawn,  which  I 
filled,  sweating  with  the  effort  to  finish 
before  dark,  while  midges  ate  their  fill. 

Tea,  a  hot  bath,  then  glowing  with 
satisfaction  at  what  had  been  achieved, 
off  to  bed  for  a  good  night's  rest.  Or 
so  I  thought.  I  found  myself  awake  at 
midnight,  skin  glowing  with  the 
erythema  from  the  bites  and  a  bone- 
deep  ache  in  my  hips  and  shoulders 
and  elbows,  which  got  worse  and  worse. 
When  I  could  stand  it  no  longer  I 
rolled  quietly  out  of  bed  without 
putting  the  light  on,  not  wishing  to 
disturb  my  wife  who  had  done  her 
share  all  day  as  well,  and  painfullly 
inched  my  way  to  the  bathroom  cabinet 
where  I  keep  a  bottle  of  aspirin. 

As  I  fumbled  on  the  glass  shelves 
something  dropped  into  the  basin  with 
that  noise  peculiar  to  plastic  tablet 
bottles  so  that  groping  down  I  found 
what  I  was  looking  for.  It  was  one  of 
those  bottles  with  a  shallow  white  top 
which  can  only  be  removed  by  turning 
it  until  the  arrows  line  up. 

I've  never  found  it  easy  to  take 
off,  but  now  it  was  impossible.  I  put 
the  light  on.  I  peered  at  the  accursed 
bottle.  My  glasses  were  in  the  kitchen 
downstairs  and  I  can't  see  clearly 
closer  than  three  feet.  Arms  painfully 
extended,  but  still  I  couldn't  identify 
the  blasted  arrow  on  the  neck  and 
couldn't  force  the  lid  off  either. 

It  reads  like  the  scenario  of  a 
comedy.  I  was  rescued  by  a  call  from 
my  wife  who  asked  if  anything  was 
wrong  and  who  after  a  comparatively 
short  struggle  was  able  to  remove  the 
lid.  I  am  not  old,  and  my  wife  is 
younger  than  I,  so  I  am  not  surprised 
to  find  that  of  59  patients  supplied  with 
drugs  in  child-resistant  containers 
(CRCs  to  those  in  the  know)  only  18 
could  use  them,  a  fact  which  showed 
up  in  a  medical  paper. 

My  experience  only  reinforced  the 
knowledge  of  every  retail  pharmacist 
that  most  customers  hate  the  lids:  that 
customers  frequently  ask  their 
children  to  open  them,  and  more  often 


than  not  tip  the  contents  into  another 
more  easily  opened  bottle,  irrespective 
of  what  its  label  says.  Personally  1  think 
it  time  that  in  the  allocation  of 
responsibilities  for  the  protection  of 
young  children  it  should  be  the  duty  of 
the  parents  to  ask  for  precautions  such 
as  the  CRCs  when  they  buy  or  are 
given  products  which  might  be 
dangerous  to  their  infants.  Since  we 
may  not  always  know  which  of  our 
patients  have  children  at  risk,  we 
could  fulfil  our  responsibility  by  simply 
asking  patients  "Do  you  want  child- 
proof lids"  when  we  dispense  a  script. 
But  when  it  comes  to  O.T.C.  analgesics 
we  have  reached  the  ridiculous 
situation  of  giving  everyone  the 
equivalent  of  Gripe  Water,  whether 
they  need  it  or  not. 


Indecent 


Oh  dear,  I  seem  to  have  run  my 
words  together  inadvertently,  for 
what  Mr  Ritchie  of  McCarthy's  would 
like  to  return  to,  the  times  when  he 
could  run  his  wholesale  business  "in 
decent  obscurity"  I'm  all  for  doing 
your  own  thing  in  privacy,  so  long  as 
it  is  your  own  thing  and  affects  no  one 
else,  but  to  argue  that  national 
pricing  should  not  be  hammered  in  the 
Press  as  a  vital  change  in 
pharmaceutical  trading  is  like  saying 
that  an  increase  in  VAT  is  only  a  matter 
of  private  transaction  between  the 
Excise  officer  and  the  individual 
trader  sending  in  his  payment.  We  all 
know  how  our  troubles  started  and 
disliked  the  process  from  the 
beginning,  but  it  is  the  present 
discrepancies  between  wholesalers,  the 
prices  they  are  charging,  and  the 
discounts  they  think  we  are  getting 
which  cause  irritation  and  real 
misunderstanding.  I  now  have  to  deal 
with  four  suppliers  to  get  what  I  want, 
because  with  the  continued 
"rationalisation"  of  stock  those  used 
can't  give  me  the  goods.  I  get  5  per 
cent  discount  now  from  one  .  .  .  less 
2+  per  cent  overcharge  on  notional 
pricing,  nothing  from  two  others,  one 
of  whom  also  overcharges  by  2\  per 
cent  on  up  to  £1,000  drug  bill.  No 
way  do  I  cut  even,  so  that  in  my  view 
non-publicity  would  be  very  much 
"Indecent  obscurity".  The  only  hope  I 
can  see,  is  if  the  PSNC  can  persuade 
the  DHSS  to  take  a  hand  in  the  matter, 
and  I  suggest  that  if  Mr  Ritchie  would 
like  secure  obscurity,  he  might  turn 
his  abilities  to  organising  the 
wholesalers  to  support  the  efforts  of  the 
PSNC  to  regain  price  stability.  ■ 
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COUNTERPOINTS 


Gluten-free  cereal  range 
from  Robinson's  baby  foods 


Robinson's  baby  foods  are  to  launch  a 
new  range  of  fruit  and  vegetable  cereals 
(£0.48).  Research,  they  say,  has  shown 
that  most  babies  are  being  given  solids 
at  the  age  of  four  months  and  so  the 
flavour  and  texture  of  fruit  &  vegetable 
cereals  has  been  produced  specifically 
to  introduce  babies  gently  to  their 
first  mixed  feeding. 

Although  designed  primarily  as  the 
perfect  weaning  food,  the  new  range 
complements  the  existing  ranges  of 
Robinson's  baby  food  one  and  two 
mini-meals.  And  as  the  baby  gets  older 
the  fruit  &  vegetable  cereals  can  be 
used  at  breakfast  or  tea  time. 

The  range  is  gluten-free,  contains  no 
additional  sugar  and  has  a  full  range 
of  iron  and  vitamin  added. 

The  six  varieties,  all  with  rice  cereal, 
are  apple,  pear,  strawberry,  banana, 
pea  and  carrot  and  mixed  vegetables. 
The  cereals  are  mixed  with  boiling 
water  and  are  claimed  to  have  the 
same  advantages  of  high  nutritional 
value,  ease  of  use,  economy  and 
convenience  that  have  enabled 
Robinson's  baby  foods  to  increase  their 
volume  sales  by  20  per  cent  in  the 
past  12  months.  Robinson's  say  they 
are  now  the  fastest-selling  baby  food 
per  shelf  foot.  "The  introduction  of  our 
new  fruit  &  vegetable  cereal  range," 
says  product  group  manager  Roger 
Northway,  "is  a  major  step  forward  in 


infant  feeding.  The  no-added-sugar  and 
gluten-free  claims  are  certain  to  gain 
rapid  acceptance  both  by  health  visitors 
and  by  young  mothers." 

The  launch  will  be  supported  by 
advertising  in  health  visitor  journals  and 
consumer  magazines  and  there  will  be 
national  sampling. 

The  cereals  will  be  sold  in  bright 
lOOg  packs  of  up  to  10  servings  and 
come  six  of  one  variety  to  a  case. 
Reckitt  &  Colman  Products  Ltd, 
Dansom  Lane,  Hull,  HU8  7DS.  ■ 


Hanimex  promotion 

Hanimex  are  promoting  a  stock-up 
bonus  offer  on  their  range  of 
projector  lamps.  For  a  minimum 
order  of  100  lamps  assorted  or  one 
type,  (minimum  order  value  £100) 
you  get  £5  worth  of  Victoria  Wine 
vouchers.  If  you  order  250  lamps 
you  are  entitled  to  £10  worth  of  wine 
vouchers.  Hanimex  UK  Ltd, 
Faraday  Road,  Dorcan,  Swindon.  ■ 


More  Un  Homme 


Dean  Wartburg  Marketing,  distributors 
of  Les  Parfums  Jourdan  in  the  UK, 
say  that  due  to  "unprecedented 
demand"  they  are  increasing  the 
stockist  list  to  150  this  year. 

In  December,  Un  Homme  will  be 


advertised  alongside  Votre  in  Woman's 
Journal,  Vogue  and  Cosmopolitan. 
Dean  Warburg  Marketing  Ltd, 
Old  Bond  Street  House-;  6  Old  Bond 
Street,  London,  W1X  3TA.  ■ 

Real  honey  in 
Bronnley  talc 

Real  honey  is  used  by  the  soap 
producers  H.  Bronnley  &  Co  in  their 
new  honey  talcum  powder. 
Complementing  Bronnley's  natural 
honey  and  beeswax  soaps,  and 
coming  in  a  generous  size 
honeycomb  patterned  bottle  for 
easy  visual  identification,  the  talcum 
powder  is  available  in  honey  and 
bluebell;  honey  and  wild  rose  and 
honey  and  honeysuckle  (£1.95).  H. 
Bronnley  &  Co.  Ltd.,  10  Conduit 
Street,  London  W1R  5  A  A.  ■ 


Relaunch  for  Eugene 
hair  thickener 


Eugene  hair  thickener  and  Ten  Day 
set  are  being  relaunched  in  larger 
size  flip-top  bottles  with  a  special 
introductory  offer  flash  pack,  giving 
an  extra  18  per  cent  free  (based  on 
the  previous  85ml  size).  The  new 
100ml  size  has  been  developed  in 
line  with  the  market  movement  to 
larger  sizes,  and  the  label  redesigned 
to  give  the  product  stronger  visual 
appeal. 

Commenting  on  the  relaunch, 
Cynthia  Pease,  senior  product 
manager,  Ashe  Laboratories  says: 
"Within  the  market  as  a  whole,  there 
has  been  a  movement  towards  larger 
pack  sizes  for  economy  reasons,  and 
the  new  flip-top  packaging  for 
Eugene  hair  thickener  and  Ten  Day 
set  is  a  natural  progression.  The  new 
presentation  packs  are  more 
convenient  for  the  stockist  to  handle 
as  well  as  being  easier  for  the 
consumer  to  use.  Both  products  offer 
high  quality,  at  a  reasonable  price, 
and  are  backed  by  the  long- 
established  Eugene  name." 

Eugene  hair  thickener  is  now 
available  in  two  sizes  20ml  (£0.32) 
and  100ml  (£0.75)  and  Ten  Day  set  is 
20ml,  (£0.20)  and  100ml,  (£0.53). 
Ashe  Laboratories,  Ashtree  Works, 
Kingston  Road,  Leatherhead,  Surrey 
KT22  7JZ.  ■ 


Unichem  October 
promotion 

More  than  20  products  are  featured 
in  Unichem's  members  bargains  from 
October  13-29.  They  are:  Atrixo, 
Badedas  gelee.  Cream  Silk,  Do  Do 
tablets,  Elastoplast  airstrip,  Fenjal 
creme  bath,  Famel,  Gold  Spot 
aerosol,  Head  &  Shoulders,  Kleenex 
Super  3,  Lightwaves  kit  and  refill, 
Labello  lipcare,  Sunsilk  hairspray, 
Tampax,  Zubes  and  Unichem  baby 
pants,  nappy  liners,  nail  polish 
remover,  cotton  buds,  glucose, 
pastilles,  rubber  gloves. 

Many  of  these  items  will  be 
featured  in  a  Unichem  Christmas 
display  package  which  includes  a 
Christmas  tree  offer  for  customers 
who  buy  any  of  the  special  bargains. 
Independent  Chemists  Marketing  Ltd, 
51  Boreham  Road,  Warminster 
Wilts.  ■ 
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COUNTERPOINTS 


Toni  Silkwaves  launched 
as  soft  home  perm 


Raving  about 
brandshares 


Gillette  are  launching  Toni  Silkwaves 
(£1.79)  into  the  non-ammonia  perm 
sector.  Described  by  the  company  as 
"the  first  of  the  new  generation  of  soft, 
non-ammonia  perms  to  be  aimed  at  the 
regular  perm  user".  Silkwaves  they 
anticipate  will  "continue  the  strong 
trend  in  the  expanding  home  perm 
market  towards  odour-free,  non-thio 
perms,  which  was  started  by  Gillette 
a  year  ago  with  the  launch  of 
Lightwaves  perms". 

Lightwaves,  the  company  says,  was 
aimed  at  the  younger  as  opposed  to 
the  regular  user. 

The  1980  home  perm  market  Gillette 
estimate  will  break  down  in  unit  terms 
into  28  per  cent  for  Prom  and  Toni 
and  21  per  cent  for  Lightwaves.  Rave 
they  credit  with  a  19  per  cent  share  of 
the  market.  They  believe  9  million 
units  will  be  sold  in  1980  (2.8m  soft 
perms  and  6.2m  conventional),  an 
increase  of  lm  (0.1m  soft  perms  and 
7.9m  conventional)  on  the  1979  figure 
(see  column  three). 

A  £430,000  campaign  for  Silkwaves 
will  consist  of  double-page  spreads  in 
women's  consumer  magazines  and  will 
feature  a  revival  of  the  Gillette  Toni 
twins  advertising  campaign  which  ran 
from  the  late  Forties  until  the 
mid-Sixties. 

The  total  Gillette  advertising 
spend  on  home  perms  in  the  coming 
year  will  be  over  £1  million. 

Commenting  on  this  revival  by 
Gillette  of  an  old  advertising  strategy, 
Paul  Rutherford,  brand  manager,  says: 


"We  believe  that  the  Toni  range,  and 
Silkwaves  in  particular,  will  gain  real 
benefit  from  the  new  'Twins  are  back' 
campaign,  as  it  enhances  the 
dependability  and  pedigree  of  the  Toni 
brand.  Gillette,  with  Toni,  have  been 
clear  brand  leaders  in  the  home  perm 
market  since  the  Forties,  and  now 
together  with  Lightwaves  we  are  selling 
twice  as  much  as  our  next  competitor. 
Toni  Silkwaves  will  further  strengthen 
our  hand  in  this  growing  market." 
The  new  Toni  twins  are  Caroline  and 
Leslie  Black  of  Bournemouth.  A 
compact  counter  merchandiser 
containing  12  packs  of  Silkwaves  is 
available.  Gillette  UK  Ltd,  Great  West 
Road,  Isleworth,  Middlesex.  ■ 


Figures  for  the  first  six  months  of  1980 
show  that  Rave  is  brand  leader  in  the 
home  perm  sector  with  a  26.9  per  cent 
sterling  share  according  to 
Chesebrough-Ponds.  Lightwaves  they 
claim  holds  a  20.6  per  cent  share,  Toni 
19.3  per  cent  and  Style  12.2  per  cent. 

When  Rave  was  launched  in 
November  1979,  the  market,  the 
company  says,  was  worth  £5.6  million 
and  if  it  continues  to  grow  at  the 
present  rate  of  65  per  cent,  the  1980 
value  they  say  will  be  f  11.6m. 

The  success  of  Rave  the  company 
attributes  to  its  gentle  formula,  and  its 
ability  to  produce  a  softer  perm 
without  ammonia  and  the  usual  smell. 
They  believe  the  present  pack  design 
portrays  an  image  of  confidence  aimed 
at  every  woman  regardless  of  age. 

The  £600,000  advertising  campaign 
for  1980  will  run  until  the  end  of  the 
year.  Beauty  forums  are  currently 
being  held  in  the  regions  as  well  as  a 
provincial  Press  campaign  in  which 
contestants  have  to  put  in  order  how 
they  would  perm  their  hair  with  Rave. 

Chesebrough  Ponds  say  they  will 
be  aiming  for  an  improved  share  of  the 
market  and  will  keep  up  the  pressure 
of  how  and  why  Rave  works  and  its 
product  advantages. 

At  present  there  are  240,000  packs 
of  Rave  soft  perm  available,  each 
containing  a  "25p  off  next  purchase" 
coupon  which  is  valid  until  September 
30  1981,  against  either  the  next 
purchase  of  Rave  soft  perm  complete 
kit  or  refill  kit.  Chesebrough-Ponds  Ltd, 
Victoria  Road,  London  NW10.  ■ 


UCG  pregnancy 
testing  kit 

Carter-Wallace  are  launching  a  new 
pregnancy  testing  kit  for  professional 
use  in  the  UK.  Called  the  UCG— 
slide  test  30  testpack,  £22.50,  it  is  said 
to  compare  very  favourably  with 
agglutination  tests  currently  available 
and  is  particularly  suitable  for  use 
by  the  pharmacist. 

With  a  sensitivity  of  2  lU/ml,  there 
is  a  single  mixing  step  for  urine, 
antiserum  and  latex,  and  results  are 
produced  in  two  minutes.  Simple  to 
use,  requiring  no  urine  filter  process 
or  additional  equipment  it  is  claimed 
to  be  easy  to  read  With  agglutination 


indicating  a  negative  result.  No 
agglutination  indicates  a  positive 
result.  Carter-Wallace  Ltd,  Wear  Bay 
Road,  Folkestone,  Kent.  ■ 


Tampax  success 


Tampax  claim  that  Playtex  the  new 
tampon  brand  "has  not  succeeded  in 
rapidly  gaining  a  significant  overall 
market  share,  despite  heavy 
advertising  and  promotion". 

The  Tampax  brandshare,  they  say, 
rose  by  7  per  cent  between  March  and 
August  to  63  per  cent,  Lil-lets  saw  a 
7  per  cent  drop  to  32  per  cent,  Playtex 
a  1  per  cent  rise  to  3  per  cent  and  Boots 


own  brand  held  a  steady  2  per  cent. 

Volume  sales  through  outlets  in  the 
January- June  period  credit  chemists 
with  a  45.7  per  cent,  grocery  outlets 

33.7  per  cent,  drug  stores  with 

8.8  per  cent,  discount  stores  3.5  per  cent 
and  others  6.7  per  cent.  The  breakdown 
of  sales  through  independents  give 
Tampax  a  53.4  per  cent  share,  Lil-lets 

44.8  per  cent  and  Playtex  1.6  per  cent. 

Commenting  on  this  Alan  Thornton, 
director  of  marketing,  Tampax  believes: 
"A  successful  launch  in  another  country 
is  not  a  reliable  indicator  for  the  UK. 
British  tampon  users  seem  extremely 
conservative  in  their  choice  of  product 
and  reluctant  to  experiment  with  other 
brands".  Tampax  Ltd,  Dunsbury  Way, 
Movant,  Hants  P09  5DG.  ■ 
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COUNTERPOINTS 


Beechams  test-launch  two 
product  variants 


Beechams  are  test-launching  two 
products  this  month — both  of  which  are 
variants  on  established  brands. 

A  menthol-flavoured  version  of 
Beechams  powders  is  being  introduced 
to  the  Midlands,  Wales  and  Westward 
television  areas — approximately  25  per 
cent  of  the  country.  The  formulation  is 
similar  to  that  of  the  standard  Beechams 
powders  with  the  declared  active 
ingredients  — aspirin  600mg  and  caffeine 
50mg — being  the  same.  However 
cinnamon  is  replaced  by  micro- 
encapsulated menthol,  mint  and 
eucalyptus. 

Initially,  Beechams  Powders 
mentholated  will  only  be  available  in 


an  8-powder  carton  (£0.57).  The 
paperwraps  are  retained  and  the  packs 
are  the  same  size  as  the  standard 
cartons  but  with  a  green  background 
and  white  lettering.  A  pre-packed 
display  outer  holds  14  cartons. 

Although  the  mentholated  version 
costs  about  10  per  cent  more  than 
the  standard,  Beechams  do  not  except 
this  to  be  a  deterrent  to  purchasing. 
They  say  that  pre-production  trials 
showed  that  customers  were  quite 
prepared  to  pay  extra  for  the 
mentholated  version.  Neither  do  they 
think  that  sales  of  the  mentholated 
version  will  have  an  adverse  effect  on 
standard  powder  sales.  They  believe 
that  the  introduction  of  mentholated 
powders  will  generate  a  greater  appeal 
and  competitiveness  for  Beechams 
Powders  as  a  whole  and  will  eventually 
increase  the  size  of  the  market  by 
5  per  cent. 

The  second  product,  to  be  launched 
throughout  Scotland,  is  an  adult 
formula  of  Veno's  cough  mixture. 
It  contains  noscapine  hydrochloride 
(17mg  in  10ml)  in  a  cherry-flavoured 
glucose  syrup.  Packaging  is  in  120ml 
bottles  (£0.95)  with  a  measuring  cup. 

Beechams  believe  that  anti-tussives 


Controls 

persistent  ?£^Gh  mixture 

dry  coughs,  i— ^ 
Soothes  J 

rtirodts 


will  be  important  in  the  1980's, 
achieving  sales  equal  to,  if  not  greater 
than,  expectorants.  They  point  to  the 
growth  of  OTC  sales  of  Actifed 
compound  linctus  as  evidence  for  this 
theory.  Veno's  original  formula  and 
honey  and  lemon  are  largely  associated 
with  use  for  children,  they  say,  and 
believe  that  the  introduction  of  an 
adult  form  will  enhance  the  total 
Veno's  sales. 

Advertising  for  both  products  will 
be  in  two  3-week  bursts.  The  television 
campaign  for  the  powders  starts  in  early 
December  and  during  the  three  weeks 
only  the  mentholated  powders  will  be 
advertised  in  the  test  areas. 
Commercials  for  Veno's  adult 
formula  will  be  shown  from  the  week 
beginning  December  22  and  will  be 
interspersed  with  the  other  Veno's 
products. 

Beech  am  activity 
in  three  areas 

Carpet  Fresh,  Airwick's  new  carpet- 
freshener  is  now  being  launched  by 
Beecham  Toiletries  only  six  months 
after  the  launch  of  Dry  Magic.  Carpet 
Fresh  will  be  supported  by  a  £lm 
programme  which  includes  a  television 
campaign. 

Carpet  Fresh,  a  dry  powder  packed 
in  two  sizes  of  cardboard  cylinder 
(350  g,  £0.83;  465  g,  £0.99),  is  said  to 
work  simply  and  quickly  by  being 
sprinkled  lightly  over  the  carpet  and 
then  vacuumed  off  after  a  few  minutes. 
Beecham  believe  the  potential  demand 
for  carpet  freshening  to  be  enormous 
with  some  18  million  UK  homes  having 
carpeting.  They  anticipate  the  market 


will  soon  be  worth  some  £16m  a  year 
at  retail  selling  prices. 

Beecham  are  also  promoting  Falcon 
with  an  on-pack  offer  of  "a  gentleman's 
deck  of  playing  cards".  Special  offer 
packs  in  both  the  100ml  and  175ml 
sizes  for  Falcon  normal  hold  and  power 
hold  variants  will  be  decorated  by  a 
flashed  label  which  will  contain  details 
of  the  offer. 

To  get  the  cards  consumers  send 
in  a  playing-card-token  from  any  special 
offer  label. 

And  finally  Body  Mist  is  now  being 
heavily  promoted  with  packs  offering 
users  25  per  cent  more  product  at  no 
extra  cost.  Beecham  Toiletries, 
Beecham  House,  Great  West  Road, 
Brentford,  Middlesex,  TW8  9BD.  ■ 

Neutrogena  addition 

Sesame  Seed  body  oil  (117ml,  £2.25)  is 
the  latest  addition  to  the  Neutrogena 
range.  Described  as  a  "unique  after-bath 
treatment  for  dry  skin"  the  oil,  the 
makers  say,  should  be  applied  to  the 
skin  whilst  still  damp  to  form  a 
protective  film,  "locking-in"  moisture 
and  slowing  down  dehydration. 

Advertising  is  currently  breaking  in 
Vogue,  Woman's  Journal,  Good 
Housekeeper,  Woman  and  the 
Telegraph  and  Observer  supplements 
and  it  will  continue  for  the  next  six 
months.  Farillon  Ltd,  Bryant  Avenue, 
Romford,  Essex  RM3  0PJ.  ■ 

ON  TV 
NEXT  WEEK 


Ln    London     WW  Wales  &  West     We  Westward 


M  Midlands  So  South 

Lc  Lanes  NE  North-east 

Y  Yorkshire  A  Anglia 

Sc  Scotland  U  Ulster 


B  Border 

G  Grampian 

E  Eireann 

CI  Channel  Is 


Alka  Seltzer  All  areas 

Alberto  Balsam  conditioner: 

All  except  U,  CI 
Anadin:  All  areas 

Anais  Anais:  Ln,  M 

Aspro  Clear:  All  except  A,  U,  CI 
Cyclax:  AH  areas 

Grecian  2000:  Ln,  M,  Lc,  Sc,  So,  A 
Oil  of  Ulay:  Ln 
Peaudouce:  Ln,  Lc,  Y,  So 

Sanatogen  vitamin  range:  All  areas 
Sine-off:  Ln 
Vidal  Sassoon  haircare: 

Ln,  M,  Lc,  Y,  NE 
Vitaplus:  Lc,  M,  Y,  NE 

V05  shampoo:  All  except  E,  CI 
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Ideal  Impulse  Buy  for  Customers  Awaiting  Prescriptions  to  be  Dispensed 


Just  one  square  yard  with  5'  headroom  could  be  making  you  a  good 
profit  with  no  more  extra  effort  than  ringing  up  the  extra  sales. 

Your  Record  Rax  salesman  maintains,  stocks  and  monitors  the  LPs  in 
your  merchandiser  And  what  merchandise!  A  wide  range  of  superb 
material  -  big  name  artists  -  all  major  labels  -  selected  to  appeal  to  your 
customers  at  low,  low  prices! 

No  price  marking!  Every  shrink-wrapped  album  displayed  is  price 
marked  at  our  vast  warehouses.' 

Put  Record  Rax  experience  and  know-how  to  work  for  you -phone 
Terry  Shanley  NOW!  . 

Record  Rax 

Wharf  Road,  Stratford,  London  E 15  2SU.  Tel:  01-555  4321 
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PRESCRIPTION  SPECIALITIES 


Lopresoretic 


Manufacturer  Geigy  Pharmaceuticals, 
Wimblehurst  Road,  Horsham,  West 
Sussex 

Description  Off-white,  round,  film- 
coated  tablets,  approximately  10mm  in 
diameter,  with  a  breakline  on  one  face 
and  "GEIGY"  on  the  other.  Each 
tablet  contains  metoprolol  tartrate 
lOOmg  and  chlorthalidone  12.5mg 
Indications  In  the  treatment  of  mild 
and  moderate  hypertension,  the 
combination  product  may  be  suitable 
for  use  when  satisfactory  control  of 
arterial  blood  pressure  cannot  be 
obtained  with  either  a  diuretic  or  a 
beta-blocking  drug  used  alone 
Dosage  Initially  two  tablets  in  the 
morning.  Most  patients  should  respond 
within  14  days.  If  the  response  is 
unsatisfactory,  the  dosage  can  be 
raised  to  three  or  four  tablets  daily 
in  a  single  or  divided  doses. 
Contraindications  Atrioventricular 
block  of  second  and  third  degree, 
marked  bradycardia,  cardiogenic 
shock,  marked  renal  insufficency, 
concomitant  lithium  therapy.  Cardiac 
failure  is  a  contraindication  unless 
adequately  controlled  by  digitalis 
therapy 

Precautions  In  pregnancy  and  in  the 
course  of  labour,  the  needs  of  the 
mother  must  be  weighed  against  any 
possible  risks  to  the  foetus.  Care 
should  be  exercised  in  treating 
patients  with  chronic  obstructive 
pulmonary  disease  and  the  dosage  of 
any  adrenergic  bronchodilators  may 
require  adjustment.  Care  should  be 
taken  with  diabetic  patients  and  the 
dosage  of  anti-diabetic  medication  may 
need  re-adjusting.  Should  be  given 
cautiously  to  patients  with  metabolic 
acidosis.  Therapy  with  Lopresoretic 
should  be  brought  to  the  attention 
of  the  anaesthetist  before 
general  anaesthesia.  Should  be 
used  with  care  in  patients  with  some 
degree  of  renal  impairment.  In 
patients  with  ischaemic  heart  disease, 
sudden  withdrawal  of  treatment  with 
any  beta^blocking  drug  may 
induce  or  worsen  angina  pectoris 
Side  effects  Gastro-intestinal  discomfort, 
sleep  disturbance,  nausea  and  dizziness 
may  occur.  Bronchospasm  and  heart 
failure  may  occasionally  be  precipitated 
and  excessive  bradycardia  has  been 
recorded.  Hyperuricaemia  may 
occasionally  occur  and  acute  attacks 
of  gout  may  be  precipitated.  Where 
prolonged  elevation  of  serum  uric  acid 
occurs  the  concurrent  use  of  a 
uricosuric  agent  will  reverse  the 


hyperuricaemia  without  loss  of 
therapeutic  effect.  Latent  diabetes 
mellitus  may  become  manifest. 
Allergic  skin  reactions,  mild  anorexia, 
constipation  and  diarrhoea  have  been 
reported.  There  have  been  isolated 
reports  of  thrombocytopenia  and 
leucopenia.  Gradual  cessation  of 
therapy  should  be  considered  if 
reports  of  skin  rashes  and/or  dry  eyes 
are  not  otherwise  explicable 
Packs  56-tablet  calendar  packs 
(£7.44  trade) 

Supply  restrictions  Prescription  only 
Issued  October  13,  1980.  ■ 


Mobilan  capsules 


Manufacturer  Galen  Ltd,  Lower 
Seagoe  Industrial  Estate,  Craigavon, 
co  Armagh 

Description  Opaque  capsules  with 
aubergine  cap  and  light  blue  body. 
Each  capsule  marked  "Mobilan  25" 
contains  indomethacin  25mg  and 
those  marked  "Mobilan  50"  contain 
indomethacin  50mg 
Indications,  dosage  etc  As  for  other 
preparations  of  indomethacin 
Packs  25mg  capsules  in  100's  (£3.30) 
and  500's  (£15.90).  50mg  capsules  in 
100's  (£6.25— all  prices  trade). 
Supply  restrictions  Prescription  only 
Issued  October  1980.  ■ 


Hydergine  tablets 


Sandoz  are  changing  the  embossing  on 
Hydergine  4.5  mg  tablets.  Future 
batches  will  bear  the  name 
"Hydergine"  around  the 
circumference  on  one  face  of  the 
tablet  and  "4.5"  on  the  reverse.  They 
will  no  longer  have  a  break  line.  In 
all  other  respects,  the  tablets  remain 
identical.  Sandoz  Products  Ltd. 
PO  Box  Horsforth  No  4,  Calverley 
Lane,  Horsforth,  Leeds  LSI 8  4RP.  ■ 


Opren  on  FP10 


Opren  tablets  300mg,  formerly 
restricted  in  supply  to  hospitals  only, 
may  now  be  prescribed  on  FP10.  The 
tablets  are  packed  in  easy  to  open 
containers  of  60  tablets  (£9  trade).  A 
full  monograph  appeared  in  C&D 
May  24  page  868.  Dista  Products 
Ltd,  Kingsclere  Road,  Basingstoke, 
Hampshire  RG21  2XA  ■ 


Tegretol  syrup 


The  formulation  of  Tegretol  syrup 
has  recently  been  modified  slightly  to 
improve  the  suspending  properties  and 
physical  stability.  The  syrup  is  now 
thixotropic,  and  will  require  shaking  to 
facilitate  easy  pouring.  Geigy 
Pharmaceuticals,  Wimblehurst  Road, 
Horsham,  West  Sussex  RH12  4AB.  ■ 


Trimopan  strength 


Berk  Pharmaceuticals  have  introduced 
a  200mg  strength  of  Trimopan  tablets. 
They  are  available  in  packs  of  100 
(£10.43  trade)  and  are  marked  "Berk 
3H7"  on  one  side.  Berk  Pharmaceuticals 
Ltd,  Station  Road,  Shalford,  Guildford, 
Surrey  GU4  8HE.  ■ 


Becosym  ampoules 


Becosym  ampoules,  which  have  been 
unobtainable  for  some  time,  are  now 
discontinued.  All  outstanding  orders 
have  been  cancelled.  Roche  Products 
Ltd,  PO  Box  8,  Welwyn  Garden  City, 
Herts.  AL7  3 AY.  ■ 


Acthar  gel 


Armour  Pharmaceutical  are  bringing 
out  a  2.5ml  size  of  Acthar  gel  80iu/ml 
(£4.95  trade).  Armour  Pharmaceutical 
Co  Ltd,  Hampden  Park,  Eastbourne, 
East  Sussex  BN22  9 AG.* 


Parahypon  repack 


A  deep  royal  blue  livery  for 
Parahypon  has  been  introduced  by 
Wellcome.  A  broad  white  stripe  and 
larger  logo  complete  the  update. 
Wellcome  Consumer  Division,  The 
Wellcome  Foundation  Ltd,  Crewe 
Hall,  Crewe,  Cheshire  ■ 


Coating  changed 
for  Anturan  tablets 

The  presentation  of  Anturan  tablets 
lOOmg  has  been  changed  from  a 
film-coated  tablet,  7mm  in  diameter 
to  an  8mm  sugar-coated  tablet. 
Markings  remain  unchanged.  Geigy 
Pharmaceuticals,  Wimblehurst  Road, 
Horsham,  West  Sussex  RH12  4AB.  ■ 
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rNEW    i  * 

—flfrazha. 

oxymetazoline  hydrochloride        ""Ik  BIIIIlM 

nasal  decongestant  LU 

Gentle,  lasting  relief  in 
nasal  congestion. 


-afrazinel 


LONG  ACTING 
DECONGESTANT 


♦  Paediatric 
1  nose  drops 


*GDECONGESTWff 


Afrazine  is  now  available  through 
your  Kirby-Warrick  Representative 
on  attractive  bonus  terms. 


*  Trade  mark 


fA-W/fy    Kirby-Warrick  Pharmaceuticals  Ltd., 

^  ir  fi  Mildenhall  Industrial  Estate, 

/\— .  Mildenhall,  Bury  SL  Edmunds, 
\J-*/   Suffolk  IP28  7AX. 

Tel:  Mildenhall  715148. 

Practical  medicines 
for  common  ailments. 


Acts  in  minutes 

24hourrelief-from 
a  genuine  b.d.  dosage 

Minimal  rebound 
congestion 

Welltolerated 


For  details  of  the  bonus  deal  please  fill  in  the  coupon 
below  and  send  to:-  Kirby-Warrick  Pharmaceuticals 
Limited,  FREEPOSX  Mildenhall,  Bury  St  Edmunds, 
Suffolk,  IP28  7BR. 


Name 


Address 


Signature 


■1 


Retailer  volume  sales  of  all- 
n-one  disposable  nappies  grew 
>y  79%  against  last  years  May/ 
une  period  —  a  record  increase 
;ven  in  this  rapidly  expanding 
narket. 

A  £1,000,000  national 
aunch  campaign  for  a  revolutionary  new  nappy  —  New  Paddi  Cosifits 
vith  elasticated  legs  for  a  leakproof  fit —will  push  retailer  sales  even  higher. 

Over  45  thirty  second  television  commercials  this  Autumn  in 
^very  region  throughout  the  U.K.  will  sell  New  Paddi  Cosifits  to  all  mums 
and  housewives  everywhere. 

Extra  sales  now,  from  your  existing  store 
traffic,  as  well  as  from  brand  new  customers,  is 
your  opportunity  for  store  growth  in 
turnover  and  profit  —  with  New 
Paddi  Cosifits,  as  we  know  from 
our  successful  regional  launch. 

In  three  sizes,  for  babies 
of  all  ages,  New  Paddi  Cosifits 
prominently  displayed  in 
your  store  will  ensure  your 
share  of  this  fantastic  boom- 
ing baby  bottom  business. 

^Raddi 

COSIFITS 

with  elasticated  legs 


ROBINSONS  OF  CHESTERFIELD 

Wheat  Bridge,  Chesterfield,  Derbyshire  S40  2AD.Telephone  0246-3110L  Telex  547320 


VVeVe 
given  our 

hand  c  ream 
afacelift. 


Yes,  we've  given  Atrixo  new  packaging.  It 
now  has  a  shiny,  new  eye-catching  design. 

And  your  customers  will  get  to  know  it  well, 
through  our  TV  advertising  campaign. 

We'll  be  smothering  our  hand  cream  over 
housewives  television  sets  during  November  and 
December. 


However,  they'll  be  pleased  to  know  we 
haven't  laid  a  finger  on  the  cream  itself. 

It's  still  the  same  rich, protective  cream 
it's  always  been. 

So  you'd  better  stock  up  with  plenty  of 
Atrixo  now. 

Because,  now  we've  given  our  hand 
cream  a  face  lift, you  can  expect  your  sales  to 
get  a  lift. 


PHOTOGRAPHIC 


C&D  review:  Kodak 
Ektralite  450 


This  is  one  of  the  new  series  of  110 
cameras,  introduced  by  Kodak  (C&D 
last  week,  p553).  It  has  all  of 
:he  features  of  its  forebears  including, 
in  this  instance,  an  integral  electronic- 
flash.  Despite  the  electronics  it  is 
still  a  small  and  attractive  camera, 
with  the  swing- over  cover /handle  that 
helps  considerably  in  holding  the 
camera  still  when  in  use. 

The  overall  finish  is  the  well-tried 
fine-grained  black  plastic  With  satin- 
finish  metallic  trim  .  .  .  the  camera 


obtained  for  test  in  Cologne  also 
carries  the  dates  1880-1980  and  the 
Kodak  emblem,  With  the  addition  of 
the  phrase  "One  Hundred  Years  in 
the  Future  of  Photography". 

Viewed  from  the  front,  the 
viewfinder  opening  is  at  the  extreme 
left-hand  end  (With  the  single-action 
film-advance  slider  underneath  it)  and 
the  bright-line  frame  outline  next  to  it. 
The  24mm  Reomar  lens  is  well  recessed 
behind  its  shutter.  At  the  extreme 
right-hand  end  is  the  tiny  electronic- 
flash  element.  The  top  panel  is  neat 
and  carries  the  release-button  over  the 
viewfinder  axis  with  the  small  control- 
slider — sun,  shade  and  flash  symbols 
— near  the  front  edge;  at  the 
right-hand  edge  is  the  flashing 
indicator  light  to  show  When  the  flash 
is  ready  to  fire.  The  slider  symbols 
are  repeated  on  the  top  edge  of  the 
bright-line  frame  so  that  they  cannot 
easily  be  forgotten  by  the  user. 
A  tripod  bush  is  not  provided  but  there 
is  an  anchor  point  for  the  sWivel-chain 
wrist-sling  at  the  viewfinder  end. 

The  usual  C&D  black-and-white 
negative  tests  were  made  both 
outdoors  and  indoors  using  the  flash 
and  the  results  were  well  up  to 
expectations  in  the  form  of  very 


acceptable  7  x  5  ins  enlargements 
(about  10.5  times). 

The  presentation,  in  "outfit"  form, 
consists  of  a  card  outer  in  the  Kodak 
yellow  house  colour  with  red  and  blue 
lettering  identifying  the  camera  on  all 
six  sides,  within  which  there  is  a 
moulded  plastic  box  and  in  it,  in  turn, 
are  nested  (in  a  red  flock-finish 
moulded  inner)  the  camera,  two  1.5V 
batteries,  a  cartridge  of  Kodacolor 
II  film  and  the  wrist-sling.  A  panel  of 
self-adhesive  letters  is  also  provided 
to  enable  the  owner  to  identify  his 
— or  her — camera.  The  multi-lingual 
instruction  book  is  clear  and  explicit; 
there  is  also  a  3 -year  warranty  card. 
With  the  instruction-book  placed  in 
the  opened  lid  of  the  main  container, 
it  makes  an  attractive  window 
display. 

Kodak  Ektralite  450  Camera 

Country  of  Origin:  Western  Germany. 

Distributor:  Kodak  Ltd,  Hemel 

Hempstead,  HP1  1JU  Herts. 

Lens:  Fixed-focus  Reomar  24mm  f/6.8 

with  two  apertures — the  second 

at  f/9.5  is  used  for  daylight  pictures; 

"cloudy"  is  f/6.8. 

Shutter:  With  Kodacolor  II  film  this 
operates  at  1/ 125th  second,  but  with 
Kodacolor  400  film  it  reduces  to 
1 /250th  second.  With  flash,  the 
speed  is  1  /60th  second. 
Features:  Integral  electronic-flash 
which,  with  fresh  alkaline  batteries 
(two  x  1 .5V),  recycles  in  about  five 
seconds. 

Accessories:  In  the  "outfit"  are 
included  the  batteries  and  wrist  sling. 
Dimensions:  5fins  x  2£ins  x  Hins 
(142mm  x  53mm  x  31mm). 
Weight:  6  ounces  (170  grammes). 
Suggested  selling  price:  About  £34. 
Availability:  Autumn  1980. 


Keystone  introduce 
semi-auto  35  mm 

Keystone  have  introduced  a  compact 
35mm  camera,  with  built  in  pop-up 
electronic  flash,  which  they  say  is 
"almost  completely  automatic." 

When  pushed  up  the  flash  lurns 
itself  on  and  will  recycle  wilhin 
5  seconds.  Two  AA  batteries  will  give 
around  250  flashes  with  an  effective 


distance  of  3^  to  4  ft  at  ASA  100  and 
5  to  6  ft  at  ASA  400. 

The  lens  is  38mm,  f/4,  three 
element,  colour  corrected  and  the 
aperture  ranges  from  f/4  to  f/16. 
Daylight  exposure  automatically  sets 
at  f/8  for  100  ASA  and  f/16  for 
400  ASA.  When  using  the  flash  f/4 
sets  automatically.  The  shutter  is  fixed 
at  1/125  seconds.  Zone  focusing 
symbols  in  feet  and  metres  can  be  seen 
through  the  viewfinder  and  a  CdS 
electric  eye  couples  to  a  red  LED 
'low  light"  warning  signal. 

The  model  has  a  tripod  and  cable 
sockets  and  included  in  the  price  is  a 
case  and  wrist  strap.  Keystone  Camera 
(UK)  Ltd,  King  Street,  Enderby, 
Leics  LE9  5NT.  ■ 


David  Clark  steps  into  his  1100L  Ford 
Fiesta  which  he  won  in  United 
Photographic  Laboratories'  "Win  a  Car" 
competition.  David,  was  presented  with 
his  car  by  Keith  Harris,  sales  director. 
Also  pictured  are  Eddie  Nuttall,  MPS, 
superintendent  pharmacist;  John  Thomas, 
MPS,  manager  (Colchester  and  East 
Essex  Co-operative  Chemists  Ltd); 
and  David's  fiancee. 
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POINTS  OF  LAW 


a 


Clauses  to  limit  rights 
of  former  employees 


If  a  senior  employee  leaves  your 
employ,  your  business  interests  could 
be  jeopardised  if  he  sets  up  in 
business  on  his  own  account  in  the 
same  area  of  activity.  Or,  if  he  is  in 
possession  of  your  trade  secrets  or 
confidential  information  and  goes  to 
work  for  a  business  rival,  you  could 
also  be  harmed.  That  is  why  many 
companies  when  taking  on  an  employee, 
who  is  to  exercise  any  responsibility, 
often  insert  a  condition  in  the  terms 
of  the  employment  to  the  effect  that  if 
he  leaves  he  will  neither  set  up  in  the 
same  business  nor  take  on  employment 
with  a  rival. 

The  difficulty  is  that  the  law  says 
that  if  these  conditions  are  too 
sweeping,  they  are  void  and  have  no 
legal  effect.  Indeed  any  term  that 
prevents  a  person  practising  his  trade 
or  profession  is  invalid  unless  it  is 
reasonable  between  the  parties — thus 
a  clause  stating  that  a  senior  sales 
representative  should  never  take  up  a 
sales  post  in  the  area  of  interest  of  his 
original  employer  would  be  void. 
However  to  limit  his  right  to  take  up  a 
sales  post  in  the  area  for  perhaps  a 
period  of  two  years  would  be  upheld 
in  the  courts. 

Again,  if  you  are  buying  a  business 
from  an  individual,  you  would  not 
want  to  see  him  immediately  set  up  as 
a  major  competitor  and  you  can  insert 
clauses  limiting  his  right  to  do  this. 
But,  such  conditions  as  you  lay  down 
must  be  reasonable  in  all  the 
circumstances. 

As  the  law  is  very  tricky  in  this 
area,  it  is  essential  that  if  you  wish  to 
impose  such  conditions  on  an 
individual  from  whom  you  are  buying 
a  business  or  on  an  employee  it  is  wise 
not  to  tackle  the  problem  yourself  but 
to  have  a  solicitor  draft  such  a  clause. 

Payments  for 
lay-offs 

Most  employers  will  be  aware  that 
there  is  in  force  a  guaranteed 
payments'  scheme  which  provides  that 
at  a  minimum,  an  employer  has  to  pay 
to  employees  he  lays  off  at  least  five 
days'  -pay  for  the  lay-off  periods  in 
any  one  quarter. 

But  there  is  one  important 
exception  to  this  that  is  worth  noting. 


If  an  employee  is  employed  for  a 
fixed  period  of  less  than  12  weeks 
then  the  guaranteed  payment 
regulations  do  not  apply.  One  other 
kind  of  payment  that  an  employer 
might  have  to  make  to  an  employee 
which  is  not  often  given  much 
publicity  (probably  because  the 
circumstances  which  give  rise  to  the 
payment  do  not  occur  frequently)  is 
when  an  employer  finds  that  an 
employee  has  to  be  suspended  on 
medical  grounds.  In  such  cases  a 
week's  pay  for  every  week  of  absence 
is  payable  by  the  employer  for  a 
period  of  up  to  26  weeks. 

The  suspension  can  occur  because 
of  a  legal  requirement — the  employee 
may  have  been  in  contact  with  some 
disease  that  makes  him  unfit  to  do  a 
particular  job  of  work  or  there  may 
be  a  provision  under  the  health  and 
safety  regulations  requiring  certain 
employees  to  be  suspended  because 
of  health  hazards  at  work. 

In  all  these  cases,  any  dispute 
about  the  entitlement  to  payment  can 
be  settled  by  an  industrial  tribunal. 

Fire  precautions 
for  businesses 

Under  Acts  of  Parliament  and  the 
general  law  of  the  land  the  occupiers 
of  business  premises  are  under  a  duty 
to  take  precautions  against  fire  hazards. 

This  duty  is  even  more  onerous  if 
members  of  the  public  are  likely  to 
come  on  to  the  premises.  At  any  time 
an  inspector  could  call  and  if  you  have 
fallen  down  on  your  duty  in  any  way, 
you  could  be  prosecuted. 

Although  the  detailed  rules  you 
must  follow  are  too  lengthy  to 
reproduce  there  are  one  or  two 
essentials  to  which  it  is  worth  drawing 
attention. 

First,  you  and  your  staff  should 
know  what  to  do  in  the  event  of  a  fire 
by  way  of  evacuating  the  premises  and 
if  non-members  of  the  staff  are  on 
the  premises,  how  best  they  can  be  led 
to  safety.  To  this  end,  fire  drills  should 
be  held  regularly.  In  small  businesses 
this  is  often  neglected  and  with  a 
turnover  of  staff,  a  time  could  rapidly 
arise  where  the  majority  of  people  on 
the  premises  would  just  not  know  what 
to  do  in  the  event  of  an  emergency. 


Quite  apart  from  fire  drills,  however, 
each  member  of  staff  recruited  should 
be  given  short  simple  instructions  on 
what  to  do  in  the  event  of  fire  and 
made  familiar  with  all  exits  from  the 
premises.  Preferably  these  instructions 
given  verbally  should  be  re-inforced  by 
simple  written  instructions. 

Fire  appliances  should  be  inspected 
regularly  and  if  they  are  fastened  to  a 
wall  or  bracket  the  fastening  should  be 
checked  lo  see  that  they  release  easily. 

If  you  keep  an  unusually  large 
amount  of  flammable  materials  on  the 
premises,  then  proper  precautions 
should  be  taken  to  see  that  they  are 
safely  stored. 

In  this  and  in  other  matters,  the 
advice  of  the  local  fire  brigade  can  be 
sought.  Finally,  check  your  insurance 
policy  and  ensure  that  you  are  keeping 
within  its  terms  since  if  you  are  not 
rigidly  abiding  by  any  obligations  laid 
upon  you  by  your  insurers,  this  could 
lead  to  difficulty  if  the  need  for  a 
claim  should  ever  arise. 

Contributed  by  a  barrister.  ■ 


HEALTH 
CENTRE  NEWS 


■  Trent  RHA  plans  a  health  centre  at 
Wollerton  Vale,  Notts. 

■  Northern  RHA  is  to  build  a  health 
centre  on  the  former  Tuscan  Villa 
site  at  South  William  Street, 
Workington. 

■  Gloucestershire  County  Council  is 

seeking  permission  to  build  a  health 
centre /clinic  and  surgery  on  the  empty 
British  School  site  and  adjoining  land 
in  Slad  Road,  Stroud,  Glos,  and  for 
use  of  'the  school  building  as  a 
museum. 

■  South  East  Thames  RHA  is  awaiting 
tenders  for  building  a  health  centre 
for  12  general  practitioners  on  two 
floors  at  Main  health  centre, 
Thamesmead  Area  4,  Greenwich, 
London,  at  an  estimated  cost  of 
£2,200,000. 

■  Staffordshire  AHA  52  Marston 
Road,  Stafford  is  seeking  planning 
approval  for  upgrading  the  West 
Chadsmoor  clinic  at  Clarion  Way, 
Cannock,  Staffs,  and  are  also  having 
plans  prepared  for  a  new  health  centre, 
costing  about  £275,000,  off  Stafford 
Road,  Stone,  Staffs.  It  'is  hoped  to  start 
work  in  1981. 
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This  is  no. 

paper  promise 

Every  word  printed  on  this  page  is  true.  And  every  word 
stated  will  happen. 

When  we  say  we're  buying  a  £550,000  campaign  to 
tell  women  that  we  know  more  about  and  care  more  about 
their  hair,  we're  buying  it. 

And  we're  all  over  the  place,  as  you're  about  to  see. 


'yraJ^LL^         \  BuBun 

 fc  

"  That 


Bflflun 


V6  i«t> 


1 


In  all  the  major  women's  mags  in  full  colour 

On  Television.  Not  just  here  and 
there,  but  everywhere. 

With  a  heavyweight  campaign, 
we're  bound  to  come  across. 

In  and  around  London 
in  local  cinemas,  we're  stars 
in  the  commercial  show. 
Where  people  buy  where  men  decide  what 

their  women  would  really  like  for  Christmas, 
we're  staring  them  in  the  face. 

Braun,  Braun.  In  the  mind  and  on  the  brain. 
Come  January  1  st  1 981 ,  you'll  know  from 
your  sales  that  we  kept  our 
k  word,  our  promise, 
p     We  made  the  most  of 
the  hair  business. 


BRflun 

Make  the  most  of  your  Christmas. 
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Iast  year,  we  softened  up  the  ladies  in  the  GranadaTVarea  by  showing  them  jus 
-/how  Fenjal  can  gently  smooth  away  dry  skin,  leaving  all  those  important 
areas  feeling  soft  and  silky  all  over 

In  fact,  they  were  so  softened  up  that  sales  doubled,  virtually  overnight. 
Obviously,  we  were  pleased  Pleased  enough  to  spend  £440,000  this  yea 
on  a  national  TV  campaign,  which  is  going  to  be  seen  before  Christmas. 


We'll  be  featuring  Fenjal  Classic  fragrance  creme 
ath,  but  don't  forget  to  stock  up  on  soap,  talc  and  skin 
loisturiser,  all  available  inTilia  and  Fresh  fragrance,  too. 

Because,  with  all  that  to  choose  from,  we're  bound 
)  have  your  customers  Beechattl,  Scott  &  Bowne. 
/ell  and  truly  covered.      Brands  you  can  bank  on 


PERSONAL  VIEW 


Time  to  save  us  from 
our  friends  

Many  small  firms  are  facing  hard  times  due  to  the 
cost  of  borrowing,  rate  levels  and  spiralling  energy 
cost.  Stanley  Horner,  director,  J.  Pickles  &  Sons  Ltd, 
looks  at  these  and  many  more  problems. 


Spokesmen  of  both  political  parties  pay 
and  have  paid,  lip  service  to  the 
importance  of  the  contributions  which 
small  firms  make  to  the  economy  of 
the  country,  and  yet  one  of  the  biggest 
of  handicaps  the  small  firm  has  to  bear 
is  that  imposed  by  the  government  and 
local  government  legislation. 

This  has  proliferated  to  such  an 
extent,  that  this  great  little  country,  the 
birth  place  of  the  industrial  revolution, 
is  now  a  paradise  for  only  the 
unproductive — the  solicitor,  accountant, 
tax  avoidance  consultant  and  retired 
government  employee  are  now  the 
privileged  members  of  our  society,  and 
the  small  manufacturer  is  either  pitied 
or  castigated.  Our  countrymen  who 
used  to  boast  of  their  sturdy 
independence  have  been  so  conditioned 
by  rules  made  for  their  protection,  that 
they  have  lost  the  will  to  judge  for 
themselves,  and  "England  that  wont  to 
conquer  others,  hath  made  a  shameful 
conquest  of  itself". 

Twenty  years  ago,  and  at  the  age  of 
50,  I  started  in  business  on  my  own.  In 
those  days  the  firm  employed  two 
people,  my  wife  and  myself.  Had  we 
tried  to  start  just  eight  years  later  we 
would  not  have  had  a  celluloid  cat's 
chance.  Government  legislation  would 
have  prevented  it. 


Small  turnover 


It  was  in  1959  that  a  pharmacist 
proffered  me  the  stock  and  trade 
marks  of  an  old  fashioned  medical 
product.  The  turnover  then  was  small, 
not  amounting  to  a  £1,000  a  year.  The 
small  sized  tins  were  filled  for  us  by  a 
local  firm  of  manufacturing  chemists, 
and  the  larger  size  by  my  wife,  who 
mixed  the  ingredients,  stirred  them,  and 
heated  them  on  the  gas  stove.  As  sales 
grew  it  became  increasingly  difficult  for 
the  wholesalers  to  keep  us  supplied  and 
so  we  bought  the  ointment  in  bulk  and 
had  it  filled  by  retired  ladies  working 
in  their  own  homes.  They  were  pleased, 


and  so  were  we.  Later  we  bought  a 
machine  for  making  and  mixing,  and 
our  right  hand  man  produced  it  in  the 
cellar  of  the  shop  which  we  then 
occupied. 

In  those  days  he  was  not  qualified 
nor  was  a  qualification  an  essential.  A 
product  licence  was  not  required.  The 
survival  and  sales  of  the  product 
depended  on  its  effectiveness  and  the 
technique  of  its  marketing.  We  knew  in 


J.  Pickles  are  the  manufacturers  of 
Pickles  ointment  and  other  proprietory 
medicines 


those  days  that  our  premises  were  not 
ideal,  but  many  of  the  greatest  names 
in  the  pharmaceutical  industry  started 
as  we  did. 

The  Medicines  Act  of  1969  and  the 
necessity  of  obtaining  a  licence  for  every 
medical  product  made  changed  all  this. 
There  was  a  need  for  supervision,  and  a 
need  that  the  claims  made  by 
advertisers  should  be  justified,  and  I  am 
of  the  firm  opinion  that  the  controls 
implemented  improved  the  standards  of 
the  industry.  Whether  so  much  "bumf" 
need  have  been  sent  out  I  would  not 
know.  It  certainly  took  many  hours  to 
sift  through  it,  and  one  sometimes 
finished  no  wiser,  and  despite  it  many 
drugs  have  slipped  through  the  safety 
net  with  terrible  consequences. 


Our  own  products  are  all  for 
topical  application,  for  the  treatment  of 
such  old  fashioned  complaints  as  corns 
and  callouses,  chilblains,  chapped 
hands,  and  cold  sores.  The  increases 
in  sales  over  the  years  would  appear  to 
justify  their  efficacy,  and  yet  one  of 
them — the  one  which  has  been  sold  for 
nearly  a  hundred  years  and  about 
which  we  have  received  hundreds  and 
hundreds  of  praising  letters — must  not 
now  be  displayed  on  counters  and  may 
be  sold  only  when  a  pharmacist  is 
present.  Inevitably  the  sales  have 
decreased.  A  pharmacy  counter  was  an 
ideal  for  such  a  product. 


Appeal  drafted 


We  took  time  and  trouble  in 
drafting  an  appeal,  and  received  what  I 
considered  was  an  irrelevant  reply.  I 
asked  if  we  could  appeal  again,  but  was 
told  that  we  were  too  late.  Our  own 
fault  perhaps  for  being  tardy,  but  to  be 
frank,  in  a  small  firm  such  as  ours  it  is 
difficult  to  find  the  time  for  digesting 
all  the  directives  sent  out  by  government 
departments.  In  large  concerns  a 
professional  man  is  employed  who  has 
the  necessary  legal  qualifications,  indeed 
some  professional  men  have  set  up 
their  own  companies  with  the  object 
of  obtaining  product  licences  for  the 
small  manufacturer,  realising  full  well 
that  many  of  the  latter  lack  either  the 
time  or  the  expertise  to  carry  out  the 
necessary  applications. 


Government  inspectors 


Our  firm  has  two  factories  in  a 
country  market  town.  The  first  one  had 
been  empty  for  some  years,  and  we 
converted  it  without  the  aid  of  any 
grants  and  we  thought  we  had  made  a 
good  job.  The  building  is  solid,  light  and 
airy,  however,  it  aroused  criticisms 
from  time  to  time  when  various 
government  inspectors  visited  it.  With 
the  more  recent  factory,  having  more 
"know  how"  and  more  money  we 
spared  no  expense,  and  when  the 
Medicines  Act  inspector  visited  I 
showed  him  around  with  confident 
pride.  Individually,  I  have  usually  found 
government  officials  helpful  and 
courteous.  This  particular  one  was  no 
exception,  but  when  he  had  completed 
his  examination  he  told  me  that  we  had 
omitted  to  install  bacteria  proof  air 
filter  fans. 

I  demurred,  and  pointed  out  that  we 
made  products  for  external  use  only, 
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A  Lady  would  only  buy  one 
from  a  Chemist 

No  lady  talks  about  her  superfluous  hair  with  just  anyone. 
So  you  owe  it  to  her  to  stock  the  new  Tefal  Waxaway. 
Because  it's  the  one  electrical  appliance  you  know  she'll  only  ask  you  for. 

Her  own  beauty  salorw 

Tefal 's  Waxaway  is  one  of  the  moist  important  new  beauty  products  to 
appear  in  a  long  time. 

A  fuss-free,  warm  wax  hair  removal  treatment:  safe,  hygienic  and  very 
effective. 

It  gently  removes  unwanted  hair  without  the  need  for  razors.  It  gives  perfect 
results  that  last  for  up  to  six  weeks,  leaving  the  skin  silky  smooth. 
Identical  warm  wax  treatments  are  used  in  beauty  salons.  But  now.  every 
lady  can  have  this  personal  attention  at  a  fraction  of  the  cost 


Waxaway  Hair 
Removal  Pack. 

BDC's  Special  Price  to  you: 

£14.95 

(excl.  VAT) 


Order  Tefal  now,  from  BDC 

The  Tefal  brand  is  respected  by 
consumers  all  over  Europe.  Their 
electrical  appliances  are  quality  made  in 
France,  and  backed  by  a  one  year 
guarantee. 

This  year  the  Tefal  name  is  backed  by 
£2,000,000  worth  of  advertising.  That'll 
create  the  demand  -  BDC  will  help  you 
satisfy  it. 

BDC  are  right  behind  you 

As  London's  leading  electrical 
wholesaler,  BDC  can  offer  you  an 
unbeatable  deal. 

We  have  incredible  buying  power  - 
and  colossal  warehouse  capacity.  So 
we  buy  big  -  and  pass  the  savings  on 
to  you. 


Every  month  in  the  BDC  Times,  you'll 
find  hundreds  of  leading  brands  and  big 
volume  sellers  on  offer,  many  ideal  for 
chemists  to  retail.  Every  one  is  heavily 
discounted  from  normal  trade  price  -  so 
you  can  really  compete  with  the  high 
street  multiples.  On  top  of  all  this,  you 
get  the  best  delivery  in  the  business  and 
incentives  that  no-one  can  match. 

Send  for  your  free  copy  of  the  BDC 
Times  by  filling  in  the  coupon  now. 


THE  ELSCTWC 

British  Distributing  Company 
BDC  House,  590  Green  Lanes 
LONDON  N80RA 
Telephone:  01  -800 1245 
Telex:  261693 


TEFAL  &  BDC 
Together,  we  mean 
business 

|"^:  British  Distributing  Company,  1 
BDC  House,  590  Green  Lanes,  London  N8  0RA. 
Please  send  me  the  BDC  Times  from  now  on. 


Name 


Company 


Address 


L 


J 


PERSONAL  VIEW 


Two  causes  of 
inflation? 
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that  the  air  outside  was  clean  country 
air,  that  babies'  bottoms,  and  mothers' 
hands  were  not  as  a  rule  sterile.  It  was 
to  no  avail.  The  Inspector  was 
adamant  and  the  filters  had  to  be 
installed — more  time,  more  money. 

The  Government  tell  us  that  two  of 
the  causes  of  inflation  and 
unemployment  are  due  to  the  payment 
of  high  wages.  This  is  not  true  in  my 
opinion.  Possibly  the  biggest 
contributor  to  inflation  was  the  7  per 
cent  VAT  imposed  by  the  Government, 
and  the  very  high  cost  of  borrowing 
money  for  financing  the  business. 

The  burdens  of  unfairly  high  charges 
for  rates  paid  by  manufacturers,  the 
exorbitant  costs  of  energy  supplied  by 
government  monopolies,  and  possibly 
more  important  than  these,  the 
security,  wages  salaries,  and  index 
linked  pensions  enjoyed  by  government 
employees  have  in  the  past  been  the 
cause  of  losing  lads  and  lasses  as 
employees. 


Day  release 

In  the  case  of  the  lads,  we  have 
often  sent  them  to  school  on  day 
release.  This  means  our  having  to  pay 
five  days  for  a  four  day  week.  Had 
another  government  official,  the 
schoolmaster,  been  efficient,  this  would 
often  have  been  unnecessary. 

About  eight  months  ago,  a  bright 
intelligent  lad  came  to  work  for  us.  He 
came  straight  from  school  and  now  we 
pay  him  nearly  £40  a  week.  He  is 
eighteen  years  old  and  we  had  high 
hopes  for  his  future  with  us,  but  last 
week  my  son  told  me  that  he  thought 
the  lad  would  be  leaving  us  to  join  the 
police.  T  saw  in  the  paper  that  a 
probationary  police  officer  is  paid  £80  a 
week,  and  the  benefit  of  an  index 
linked  pension  after  a  comparatively 
short  working  life. 

T  have  two  friends,  grand  fellows, 
both  in  their  late  sixties.  The  one  a 
retired  headmaster,  the  other  was  the 
manager  of  a  large  engineering  firm. 
The  pension  of  the  latter  was  generous 
ten  years  ago,  but  now  he  tells  me 
he  has  to  forgo  many  of  the  minor 
luxuries,  whereas  the  former  is  as  well 
off  now  as  when  he  was  working.  One 
of  the  pensions  was  not  index  linked, 


and  you  can  guess  which  one  it  was. 

Sheer  economic  necessity  has  driven 
hundreds  of  small  firms  into 
voluntary  liquidation,  or  bankruptcy, 
many  thousands  of  people  have  been 
made  redundant  or  are  on  a  three  day 
week,  sometimes  less.  How  many  of 
these  are  government  employees? 
Would  our  fellow  citizens  be  any  the 
worse  off  Without  such  government 
sponsored  institutions  as  the 
Consumer  Association,  the  Citizens 
Advice  Bureau,  or  the  Community 
Health  Councils? 


Equality 

Consider  two  more.  Equality  of 
opportunity  which  directs  us  to 
advertise  not  for  men  and  women  but 
for  persons,  with  the  consequent 
wasting  of  time,  and  employment 
protection,  which  causes  a  deal  of 
time  and  trouble  to  companies  who 
sack  an  employee  because  he  is  a 
burden  to  them.  No  firm  willingly 
dismisses  the  good  worker. 

So  much  legislation  has  been 
enacted  that  our  bosses  have  become 
students  of  the  law,  and  our  citizens 
ninnies.  Malcolm  Muggeridge  wrote: 
"Past  civilisations  have  collapsed 
through  being  over  run  by  barbarians 
from  without,  ours  has  had  the 
unusual  characteristic  of  having 
nurtured  its  own  destroyers  at  the 
public  expense."  This  reminds  me  of 


NCC  say  inflation 
still  No  1  enemy 

Inflation  remains  "public  enemy 
number  one"  says  National  Consumer 
Council  chairman,  Michael  Shanks,  in 
his  introduction  to  the  council's 
annual  report  for  1979/80,  published 
last  week. 

But  he  continues :  "At  the  same 
time,  the  very  principle  of  consumer 
protection  seems  to  be  under  growing 
attack  from  certain  industrial  quarters. 
Certain  interested  parties  in  industry 
have  attempted  to  quantify  the 
allegedly  high  cost  of  consumer 
protection  in  the  UK.  I  am  bound  to 
say  that  I  have  not  found  their 
arguments  at  all  convincing  and  my 
impression  is  that  protagonists  on  the 
other  side  have  become  increasingly 
aware  of  the  weakness  of  their  case. 
The  arguments  now  appear  to  be 
shifting  to  the  need  to  justify  proposed 
new  legislation  by  cost-benefit  analysis, 
and  the  avoidance  where  possible  of 


my  hero,  Dr  Johnson:  "The 
prosperity  of  a  people"  he  wrote,  "is 
in  proportion  to  the  hands  usefully 
employed". 


Could  the  AAMP 
help?  

Mr  Horner  also  wished  to  remind  our 
readers  of  the  following  organisation: 
The  Association  of  Manufacturers  of 
Medicinal  Preparations  is  a  grouping 
of  small  and  medium  sized  companies, 
which  make  products  for  human  and 
veterinary  purposes.  It  was  formed  in 
1920  to  protect  the  interests  of  its 
members  and  to  make  collective 
representations  on  their  behalf. 

Two  meetings  are  held  yearly, 
usually  in  Manchester.  These  take  place 
in  April  and  October.  Discussions  take 
place  and  plans  for  action  are  made. 

Members  try  to  help  each  other 
with  export  business  and  also  with  the 
elucidation  of  directives  arising  from 
the  Medicines  Act  of  1968.  If  some  of 
these  are  considered  unnecessary  or 
too  "nit  picking",  then  a  collective 
protest  is  made. 

The  annual  subscription  is  £20  and 
we  are  always  pleased  to  welcome  new 
members.  If  you  wish  to  join,  will  you 
please  write  to  the  secretary, 
Mr  Norman  Raffs,  Rosmarine 
Manufacturing  Co  Ltd,  38  Featherstone 
Street,  London  EC1Y  8RN. 


the  use  of  criminal  law  in  consumer 
legislation. 

"Debate  on  these  lines  might  well 
prove  fruitful  and  personally  I  would 
welcome  it,  provided  that  government 
action  which  protects  industry  ...  is 
subject  to  the  same  sort  of  cost-benefit 
analysis,  too. 

Referring  to  NOC's  campaign  for 
manufacturers  to  be  responsible, 
in  law,  for  death,  injury  or  damage  to 
property  caused  by  their  defective 
products,  Without  consumers  having  to 
prove  negligence  in  production, 
Michael  Shanks  says  "this  is  a  clear 
case  .  .  .  where  the  benefits  to 
consumers,  business  and  society  as  a 
whole  far  outweigh  the  possible  costs". 

The  report  also  comes  out  strongly 
in  favour  of  the  retention  of 
community  health  councils  and  says 
What  the  patient  needs  is  a  source  of 
information  and  advice :  "If  this  job 
is  to  be  done  properly,  the  community 
health  councils  need  both  resources  to 
do  the  job  and  access  to  appropriate 
information".  ■ 
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Reliable,  Legible,  Fast  and  Strong. 


It'sThe  New  Pitney  Bowes  1115 
2-Line  Labeller. 


Every  detail  of  the  1115  is  designed  for 
reliability  and  ease  of  use. 

Its  light  because  its  made  of  plastic  -  the 
same  shock-resistant  plastic  used  in  safety 
helmets. 

So  it  s  very  strong.  And  it's  beautifully 
balanced.  Information  (up  to  16  characters) 
is  set  in  seconds. 

Our  Dialife  printing  bands  won't  stretch 
or  come  apart.  A 

Snap-in  rollers  (in  one  or  two  colours)  "N^F. 
put  ink  on  the  labels  and  not  on  you.  % 

The  light  trigger  action  gives  a  clear, 
legible  imprint  every  time. 

And  our  exclusive  security 
cut  label  design  deters  price 
switching.  J 

The  1115  is  unbeatable  I 
value.  It  carries  a  full  two 
year  guarantee.  And  first 
class  after  sales  service. 

Pitney  Bowes  have 
the  widest  range  of  hand 
held  and  table  top 
labelling  systems  available 
intheU.K. 

Find  out  more  about 
the  1115  or  Pitney  Bowes 
other  labelling  systems. 
Just  send  the  coupon. 


w 


To  Pitney  Bowes  Marking  Systems  Ltd., 
Horsecroft  Road,  The  Pinnacles,  Harlow, 
Essex  CM19  5BH. 

Please  send  me  details  of  the 

Pitney  Bowes  1115  □  Table  top  systems  □ 

Name  

Address  


Tel:. 


fl   

|   No.  of  Employees  1-10  □  11-20  □  20+  □ 


I 


The  mark  of  reliability,    c  ds 


f  H  Pitney  Bowes 

^        Marking  Systems 


THE  ROAD 
TO  RECOVERY 
YOU  NEED 
FIVE-STAR  FUEL 


Sett 


Trade  Mark. 


Between  now  and  next  spring, 
you're  going  to  be  seeing  a  lot  more  of 
our  new  Complan  campaign. 

In  fact,  we're  supporting  the  brand 
right  through  the  peak  winter  months 


with  a  nationwide  heavyweight  spend. 

So  check  you're  re-fuelled  with 
stocks  now.  Because  once  our  advert- 
ising takes  off,  you  can  be  sure  your 
sales  won't  be  far  behind. 


EEC  REVIEW 

by  Richard  Carswell,  senior  executive,  CSM  European  Consultants  Ltd,  London 


Pharmacists'  role 
under  scrutiny 

The  first  of  a  series  of  regular  columns  by  CSM 
European  Consultants  Ltd,  an  independent 
consultancy  which  advises  companies  and  trade 
associations  on  EEC  legislation  and  policy. 


The  Economic  and  Social  Committee 
of  the  EEC — an  assembly  of  144 
representatives  of  employers,  trades 
unions,  farmers,  small  businesses, 
consumer  and  professional 
organisations  (of  which  24  are  from 
the  UK) — has  recently  published  an 
opinion  entitled  "The  Use  of  Medicine 
and  its  Effects  on  Public  Health". 

The  Committee's  prime  function  is 
to  advise  the  Council  of  Ministers  (the 
EEC's  decision-making  institution)  of 
its  views  on  proposals  from  the 
Commission.  But  it  also  gives  what  are 
known  as  "own-initiative  opinions",  of 
which  the  report  on  medicine  is  an 
example.  The  opinion  was  adopted  by 
61  votes  in  favour,  27  against  and  10 
abstentions. 

The  opinion  looks  at  its  subject 
under  several  headings:  comparisons 
of  drug  consumption  in  the  nine 
EEC  countries;  training  received  by 
prescribing  doctors;  the  role  of  the 
pharmacist;  self-medication  and  health 
education  for  the  public;  effects  of 
drugs  on  health.  It  concludes  with 
recommendations  to  protect  drug  users. 

Referring  to  a  study  carried  out  for 
the  Commission  by  two  independent 
experts,  Mr  Abel-Smith  and  Mr 
Grandjeat,  on  drug  consumption,  the 
Committee  points  out  the  large 
variations  in  prescription  items  per 
person  per  year  under  health  insurance 
or  the  health  service,  and  in  drug 
consumption  as  a  percentage  of  the  cost 
of  health  services. 

It  is  noticeable  that  in  the  three 
countries  with  the  lowest  average 
number  of  prescription  items  per  year 
(the  Netherlands,  UK  and  Denmark), 
general  practitioners  are  not  paid  on 
a  fee-for-service  basis,  but  that  they  are 
in  all  the  countries  with  a  high  average 
number  of  items.  It  is  not  yet  clear  how 
far  variations  in  items  prescribed  in 
different  countries  are  affected  by  what 
is  covered  by  different  health  insurance 
(or  service)  systems,  by  the  size  of 
packages,  by  restrictions  on  the 
duration  of  prescriptions  and  by  the 
extent  to  which  mixtures  of  products 
are  available.  The  Committee 


recommends  close  study  of  the  vast 
price  differences  in  member  States. 

It  appears  that  university  training 
in  pharmacology  and  drug  control 
varies  from  one  member  State  to 
another.  The  Committee  feels  it  is 
generally  not  very  advanced  and,  at  all 
events,  does  not  solve  the  problem  of 
data  about  new  proprietary  products. 
The  high  number  of  proprietary 
products  available  makes  the  doctor's 
choice  difficult,  since  he  or  she  cannot 
be  familiar  with  all  of  them,  even  if, 
in  some  countries,  standardised 
information  is  readily  available  and 
possessed  by  all  doctors  (Data  Sheet 
Compendium  in  the  UK). 

It  is  true  that  drug  manufacturers' 
publicity  sent  to  doctors  must  comply 
with  standards,  list  contraindications  or 
be  approved  in  advance.  Medical 
representatives  are  required  in  some 
Community  countries  to  have  a  basic 
specialised  knowledge.  The  Committee 
recognises  the  efforts  being  made  in 
some  member  States  to  improve  the 
training  given  to  medical  representatives 
and  feels  the  Community  should  lend 
its  support  to  these  efforts  by 
advocating  a  minimum  level  of  training. 

The  Committee  supports  a 
reorganisation  of  pharmacists'  initial 
and  later  training  so  that  they  are 
better  equipped  to  act  as  a  source  of 
information  in  the  rapidly  advancing 
field  of  drug  therapy.  In  particular, 
pharmacists  should  be  in  a  better 
position  to  provide  guidance  to  patients 
wishing  to  treat  themselves  and  to 
advise  customers  on  how  prescribed 
drugs  are  to  be  administered. 

On  the  subject  of  self-medication 
and  health  education  for  the  public,  the 
Committee  calls  for  the  immediate 
harmonisation  at  European  level  of  lists 
of  drugs  suitable  for  sale  on 
prescription  only.  It  goes  on  to  assert 
that  advertising  of  over-the-counter 
drugs  is  a  major  cost  factor  in  some 
member  States,  consuming  as  much  as 
30  per  cent  of  the  ex-factory  price. 

Even  though  advertising — by 
concentrating  production — has  reduced 
costs  in  some  cases,  it  has  also  sparked 


off  needless  consumption  by  making 
misleading  claims  about  the  uses  of 
some  drugs.  It  has  not  been 
demonstrated  either,  the  Committee 
claims,  that  the  products  left  on  the 
market  are  the  best  or  the  least  harmful. 
Advertising  slogans  can  promote  non- 
proven pseudo-drugs  sold  at 
pharmacists'  or  elsewhere  such  as 
ginseng  and  bogus  vitamins  like  B15, 
and  other  medicines  alleged  to  make 
people  super-fit. 

There  are  grounds  for  saying  that 
manufacturers'  codes  of  conduct  are 
not  enough  and  that  misleading 
advertising  about  a  drug's  uses  should 
be  banned  in  the  same  way  as  false 
information  about  a  drug's  composition 
or  toxic  properties. 

Finally,  the  Committee  believes  it  is 
not  yet  possible  to  conclude  from  the 
considerable  variations  in  drug  use  in 
EEC  countries  whether  the  effects  of 
drug  use  on  the  health  of  each 
country's  population  are  positive  or 
negative — but  it  is  clearly  desirable  to 
research  the  relationship. 


Pharmaceutical  prices 


The  European  Commission  plans  to 
organise  an  inquiry  into  the  pricing  of 
pharmaceutical  products  in  the  nine 
countries  of  the  EEC,  including  the 
reasons  for  price  differences.  One 
reason  is  the  price  control  regulations 
for  pharmaceutical  products  in  Italy, 
France,  Belgium  and  the  UK  which 
some  producers  are  campaigning  to 
have  declared  incompatible  with  the 
EEC  Treaty. 


Medicines  and  health 


In  reply  to  a  written  question  by  Mr 
Marcel  Colla,  a  Belgian  Socialist 
member  of  the  European  Parliament 
(MEP),  the  European  Commission  has 
said  it  is  still  considering  whether  or 
not  to  put  forward  a  proposal  for  a 
Directive  on  the  advertising  of 
proprietary  medicinal  products.  The 
Commission  believes  that  one  of  the 
objectives  of  regulating  advertising  is  to 
ensure  that  users  understand  them 
better  and  thus  avoid  excess 
consumption. 

Mr  Colla  would  like  the 
Commission  to  restrict  advertising 
which,  he  feels  gives  insufficient 
information  about  the  side  effects.  He 
contends  that  drug  side  effects  are 
responsible  for  a  large  number  of 
admissions  to  hospitals  and  that  a 
steadily  increasing  number  of  illnesses 
are  caused  by  drug  interactions.  ■ 
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WHEN  IT  COMES  TO 

SALES,  ONE  BRAND 

IS  HOTTER  THAN 

™DCCT  I 
I  1 1      For  the  relief  of  aches  and 

pains  many  people  turn  to  Deep  Heat.  So  many,  in  fact,  that  its  now  the 
brand  leader. 

They've  found  that  it  eases  away  the  pain  associated  with  rheumatism, 
sciatica,  fibrositis  or  lumbago,  while  others  find  it  ideal  in  preventing  pulled 
muscles  and  stiffness  when  warming-up  for  sport. 

But  don't  take  our  word  for  it.  Deep  Heat  users  include 
physiotherapists,  top  professional  soccer  clubs,  the  English 
Rugby  Union  XV  and  the  1980  British  Olympic  team. 

And  its  recommendations  like  these  that  will  appear 
in  a  massive  new  advertising  campaign  this  Autumn. 
Also  appearing  is  our  "Warming-up  for  Sport"  wall- 
chart  that  tells  you  all  about  the  part  Deep  Heat  can  play. 
Why  not  send  off  for  a  copy  to  the  address  below? 
You  and  your  customers  have  nothing  to  lose  but  a 
few  aches  and  pains. 


■tW/Kl     Mentholatum  ( 


rub 


FOR 

RHEUMATIC  MM 

FWR0S1TIS 

IUMIA60 

SCIATICA 

All  MUSCULAR 

ACMtS,HUNS 

AND  STRAWS 


THE  MENTHOLATUM  CO.LTD, DEPT  CD, LONGFIELD  ROADJWYFORD,  BERKS. 
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PSGB  COUNCIL 


Plans  for  College 
of  Practice  given 
the  go-ahead 


The  Pharmaceutical  Society's  Council 
approved  the  plans  for  a  College  of 
Pharmacy  Practice  at  this  month's 
meeting.  It  intends  to  establish  the 
College  on  January  1,  1981. 

The  College  will  be  registered  as  a 
company  with  the  Society's  Council 
as  the  Board  of  Governors  until  it 
becomes  autonomous.  However  the 
Board  of  Management  of  the  College 
will  be  able  to  decide  the  type  of 
research  to  be  undertaken  by  the 
College,  and  the  conditions  for 
becoming  an  academic  member  and  a 
fellow.  It  will  also  be  able  to  decide 
the  sources  to  be  approached  for 
finanacial  support,  additional  to  the 
Council's  annual  grant  and  membership 
fees,  and  will  be  responsible  for 
controlling  the  expenditure  of  the 
College,  other  than  the  expenditure  of 
the  Council's  grant  for  staff,  meetings 
and  circulars. 

The  Board  of  Management  will  also 
be  responsible  for  the  design  of  the 
College  stationery,  and  the  introduction 
of  designatory  letters  for  academic 
members  and  fellows  of  the  College. 


Triple  scripts 


The  Society  is  to  invite  the  General 
Medical  Services  Committee  to  join 
it  in  a  joint  approach  to  the  Department 
of  Health  requesting  the  introduction 
of  the  triple  prescription  scheme.  This 
was  agreed  on  the  recommendation  of 
the  general  purposes  subcommittee 
which  noted  that  no  formal  reply  had 
been  received  from  the  Department  of 
Health  as  to  whether  the  Minister  was 
prepared  to  initiate  this  scheme, 
though  Press  reports  had  indicated  that 
his  advisers  were  suggesting  that  it 
would  not  be  economically  worthwhile. 

It  was  imperative  that  all  arguments 
should  be  made  known  to  the 
Minister  before  he  gave  a  formal  reply 
on  the  matter,  the  subcommittee  said. 
They  suggested  that  a  further  letter 
should  be  sent  indicating  the  value  of 
the  triple  prescription  scheme  in 
securing  patient  compliance,  and 
referring  to  the  amount  of  unwanted 
medicines  collected  in  "dump" 
campaigns.  The  Pharmaceutical  Services 


Negotiating  Committee  had  already 
written  to  the  Minister  on  the  subject. 

The  Society  has  been  informed  that 
although  the  Department  of  Health  is 
sympathetic  to  a  proposal  that 
pharmacists  should  be  able  to  refuse 
supply  of  prescription  medicines  in 
certain  circumstances,  it  sees  difficulty 
in  wording  any  amending  legislation. 


Supply  to  drunks 


A  letter  was  sent  to  the  Department 
in  support  of  the  PSNC  proposal  that 
a  pharmacist  should  be  released  from 
his  obligation  under  the  NHS 
1974  regulations  to  dispense  "with 
reasonable  promptness"  where  a  person 
is  drunken,  insolent,  quarrelsome  or 
disorderly,  or  who  in  the  pharmacist's 
opinion  should  not  be  in  possession  of 
the  drugs  ordered.  The  Department 
told  PSNC  that  they  were  not  opposed 
to  the  proposal  but  saw  a  problem  in 
keeping  the  terms  of  any  amendment 
sufficiently  narrow  to  achieve  only  what 
the  Committee  was  seeking. 

Another  request  made  to  the 
Department  was  that  emergency 
supplies  of  prescription  medicines 
should  be  made  within  the  National 
Health  Service  Act  or  Regulations. 
In  its  reply,  the  Department  indicated 
that  it  was  not  persuaded  of  the  merits 
of  the  proposed  amendment,  but  was 
looking  at  the  proposal  afresh. 
■  Council  policy  will  be  that  sales  of 
large  packs  of  analgesics  should 
continue  to  be  supervised  by 
pharmacists  after  a  proposed  change  in 
legislation  which  will  remove  any  legal 
supervision  requirement.  The  Ethics 
Committee  was  reminded  that  at  its 
June  meeting  the  Law  Committee  had 
considered  a  document,  MLX  126, 
which  set  out  proposals  from  the 
Department  of  Health  to  reclassify 
analgesics.  A  letter  had  been  received 
saying  that  the  Department  was  to 
implement  MLX  126  as  originally 
proposed.  This  meant  all  analgesics 
would  become  general  sale  list 
medicines  although  there  would  be  a 
provision  to  restrict  large  packs  to 
pharmacy  sale  only. 

The  Committee  agreed  that  there 


was  clearly  a  need  for  supervision  to 
continue,  and  recommended  that  when 
the  order  was  implemented  it  would  be 
Council  policy  that  the  sale  of  large 
packs  of  analgesics  be  supervised  by 
the  pharmacist.  Council  agreed  to  this. 


Defeat  for  pharmacy 


Council  condemned  the  Minister  for 
Health's  decision  to  reject  its  view  that 
the  proposed  two  assessors  of  "qualified 
persons"  in  the  pharmaceutical  industry 
should  include  a  pharmacist.  The 
recommendation  that  the  two  should 
be  only  "qualified  members"  had  come 
from  the  Qualified  Person  Advisory 
Committee  (C&D,  April  19,  p701)  and 
Mr  Stevens  said  Council  should 
express  its  regret  that  a  Committee 
chaired  by  a  pharmacist  and  containing 
so  many  pharmacists  should  have 
reached  that  conclusion.  The  secretary 
and  registrar  described  the  outcome  as 
"a  sore  defeat  for  pharmacy  and 
pharmacists." 

Council  decided  that  the  Minister 
for  Health  should  be  told  that  if  the 
Government  intended  to  implement  the 
recommendations  of  the  Committee, 
such  action  would  be  considered  to  have 
been  imposed  upon  the  pharmaceutical 
profession  without  its  agreement  or 
consent. 


Date  coding 


A  PSNC  proposal  that  pharmaceutical 
manufacturers  should  label  all 
preparations  with  the  date  of 
manufacture  coded  in  accordance  with 
a  universal  code,  is  not  being  supported 
by  the  Society.  Council  agreed  that  the 
PSNC  should  be  informed,  at  the  next 
joint  meeting,  that  the  Society  was  not 
in  favour  of  the  proposal  as  they  felt 
that  it  could  not  be  justified.  However, 
the  Practice  Committee  agreed  that  it 
should  consider  again  the  desirability  of 
all  medicinal  products,  whether 
supplied  on  prescription  or  sold  over 
the  counter,  being  labelled  with  an 
expiry  date. 

■  The  British  Pharmaceutical  Students' 
Association  is  to  be  allowed  to  take  a 
greater  part  in  the  annual  branch 
representatives'  meeting.  In  future,  only 
one  of  the  two  motions  allowed  to  the 
BPSA  will  be  required  to  be  directly 
related  to  student  matters.  The 
Organisation  Committee  was  asked  to 
consider  a  request  from  the  BPSA  that 
in  future  one  of  their  motions  might 
be  allowed  to  be  related  to  professional 
matters,  since  the  view  had  been 
expressed  at  the  1980  BPSA  conference 
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Confidentiality 
of  script  records 


that  students  were  concerned  with 
topical  problems  as  well  as  students 
matters.  They  recommended,  and  the 
Council  agreed,  that  the  BPSA's  request 
should  be  granted. 

■  A  letter  is  to  be  sent  to  a  market 
research  company  pointing  out  that  it 
was  a  breach  of  confidentiality  for  their 
representatives  to  examine  pharmacists' 
private  prescription  books.  On  a  visit 
to  a  general  practice  pharmacy  one  of 
the  Society's  inspectors  had  noted  that 
a  representative  of  the  company  had 
been  collecting  information  from  the 
pharmacy  in  this  way.  The  Ethics 
Committee  was  reminded  that  the 
Council  had  recently  accepted  a 
recommendation  that  there  should  be 

a  clause  written  into  the  Statement 
upon  Matters  of  Professional  Conduct 
on  the  question  of  confidentiality.  After 
discussion,  the  Committee  agreed  that 
the  collection  of  information  in  such 
a  way  was  a  breach  of  confidentiality. 

Advice  for  BBC 

■  The  Director  General  of  the  BBC  is 
being  sent  a  letter  urging  the  BBC  to 
seek  the  Society's  advice  on  broadcasts 
dealing  with  matters  of  a 
pharmaceutical  nature.  The  general 
practice  subcommittee  heard  that 
incorrect  statements  were  made 
regarding  an  alleged  interaction 
between  Largactil  and  cheese  during  a 
recent  BBC  play,  and  the  BBC  had  to 
issue  a  correction.  The  Society's  DPR 
thought  that  there  was  no  central  body 
within  the  BBC  to  whom  appropriate 
recommendations  could  be  made. 

■  The  first  of  the  Society's  one-day 
seminars  for  preregistration  tutors  will 
be  held  during  May  1981.  The  seminars 
(which,  under  the  new  bye-laws 
affecting  preregistration  experience,  will 
be  compulsory  for  first- time  tutors) 
will  take  place  on  Sundays,  in  each  of 
the  Society's  regions  and  in  Scotland 
and  Wales.  Separate  half-day  seminars 
for  first-time  tutors  will  not  be  held 
since  it  was  felt  that  appropriate 
pre-course  reading  matter  could  be 
provided  for  them. 

■  The  Society  is  to  send  a  letter  to  the 
European  Economic  Community 
Industrial  Pharmacists'  Group 
indicating  support  for  its  critical 
comments  on  the  proposed  EEC 
directive  facilitating  the  parallel  import 
of  pharmaceutical  products.  A  similar 
letter  is  to  be  sent  to  the  Department 
of  Health.  . 

■  The  Society  is  to  join  the  PSNC  and 
the  <NPA  in  a  joint  request  to  the 


Department  of  Health  that  Drug 
and  Therapeutics  Bulletin  should  be 
circulated  free  to  all  pharmacy 
contractors. 

■  The  Society  will  write  to  the 
Department  of  Health  suggesting  that 
discounting  by  pharmaceutical 
wholesalers  had  developed  because  of 
the  Department's  inadequate 
remuneration  of  pharmacists.  In  reply 
to  an  earlier  letter  from  the  Society  on 
the  problems  caused  by  discounting, 
the  Department  expressed  the  view  that 
it  was  a  matter  of  profound  regret 
that  the  profession  as  a  whole  failed 
both  to  grasp  the  significance  and  likely 
outcome  of  the  discounting  activities 

at  the  outset  some  two  years  ago  and 
then  to  act  upon  it  in  unity. 

■  A  census  of  members  of  the 
Industrial  Pharmacists  Group  is  to  be 
carried  out  to  ascertain  in  detail  the 
nature  of  their  employment.  Such 
information  is  expected  to  be  of  value 
in  planning  group  meetings. 

■  To  try  to  increase  the  number  of 
preregistration  places  available  in 
industry,  a  letter  and  questionnaire  is 
to  be  sent  to  all  members  of  the 
Industrial  Pharmacists  Group.  They 
will  be  asked  whether  the  premises  in 
which  they  are  employed  are  approved 
for  preregistration  training  and,  if 
suitable,  but  not  approved  will  be  asked 
to  whom  a  letter  can  be  sent  urging 
them  to  consider  seeking  approval. 

■  Mr  C.  C.  B.  Stevens  has  been 
appointed  as  the  Council's 


representative  on  the  Postgraduate 
Education  Committee  for  pharmacists 
which  is  to  be  established  within  the 
West  Midlands  Regional  Health 
Authority. 

■  A  suggestion  that  short 
communications  should  be  an  integral 
part  of  the  history  of  pharmacy  session 
at  the  British  Pharmaceutical 
Conference  is  being  referred  to  the 
Committee  of  the  British  Society  for 
the  History  of  Pharmacy. 

■  The  conference  lecture  will  be  re- 
introduced as  a  regular  event  into  the 
programme  of  the  British 
Pharmaceutical  Conference. 

■  Current  approval  of  the  Sunderland 
Polytechnic  degree  in  pharmacy  will 
extend  for  a  further  two  years,  to  give 
a  reasonable  period  for  reassessment 
of  the  curriculum  under  a  new  head. 
The  Council  for  National  Academic 
Awards  had  similarly  extended  its 
approval. 

■  The  Audio  Visual  Aids  Committee 
is  to  be  asked  to  formulate  detailed 
proposals  for  the  provision  of  new 
pharmacy  careers  display  material. 

■  The  Science  Committee  agreed  that 
more  publicity  should  be  given  to  the 
existence  of  the  Society's  collection 
of  crude  drugs  and  herbaria  which 
are  maintained  at  Bradford  School  of 
Pharmacy.  It  was  resolved  that  the 
chairman  should  discuss  with  Dr  W.  E. 
Court,  the  curator,  how  the  use  of  the 
collection  might  be  increased.  ■ 


Dental  showcard 


The  General  Dental  Council  has 
produced  a  show  card  for  window 
display  in  pharmacies. 

The  card  results  from  suggestions 
made  by  retail  pharmacists  in 
Cleveland,  Hampshire  and  Mid- 
Glamorgan  who  took  part  in  a  pilot 
dental  health  education  scheme  in 
1978. 


Areyouhapuy 
withyour  smile? 


Cards,  sponsored  by  Cooper  Health 
Products  Ltd,  are  available  free  from 
the  General  Dental  Council,  and  order 
postcards  will  be  enclosed  in  the 
September  isue  of  the  National 
Pharmaceutical  Association's 
Supplement.  ■ 

Private  script 
fees  increased 

The  Pharmaceutical  Society  has  issued 
new  recommended  fees  for  the  pricing 
of  private  prescriptions  which  affect 
the  list  published  on  p238  of  the 
October  C&D  Price  List  as  follows:  — 
Preparations  dispensed 
extemporaneously 
Liquids  (including  stock  mixtures, 
ear  drops,  and  nasal  drops)  £0.75 
Capsules,  pessaries,  pills, 
suppositories,  and  wrapped  powders 
—up  to  24  £3.00 
each  additional  24  £1.20 
Ointments,  creams,  bulk  powders  £1.50 
Eye  drops,  eye  lotions  (prepared 
by  BPC  1973  sterilisation  process)  £3.00 

The  scale  fee  to  be  added  (to  a 
calculated  retail  price  in  C<£D's 
system)  in  the  case  of  preparations  not 
dispensed  extemporaneously  goes  up 
to  £0.70. 
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Pulmo  Bailly : 
it  even  tastes 

like  it's  doing 
some  good. 

Pulmo  Bailly  is  not  like  other  cough  remedies. 

For  a  start,  its  formulation  is  so  strong  that  it 
needs  to  be  diluted  with  water. 

It's  a  pharmacy  medicine  so  it  can  only  be  sold 
through  chemists  and  cannot  be  displayed  within 
easy  reach  of  customers. 

Finally,  Pulmo  Bailly  has  a  really  strong  taste. 
Children  won't  take  to  the  flavour.  For  that  matter, 
neither  will  many  adults. 

Despite  all  these  disadvantages,  thousands  of 
people  take  Pulmo  Bailly  for 
their  cough. 

Perhaps  they  think  that 
anything  that  tastes  so  bad 
must  be  doing  them  good. 

Pulmo  Bailly's  medically- 
approved  formula  contains 
Codeine  to  soothe  the  cough 
reflex  from  the  brain  and 
Guaiacol  to  loosen  phlegm. 

So  stock  and  recommend 
Pulmo  Bailly. 

It's  the  adult  remedy  for 
the  adult  cough. 


Pulmo  Bailly 

The  adult  remedy  for  the  heavy  cough. 


Total  Success... 

Total-the  all-in-one  contact  lens  solution 

Total  -  the  all-in-one  contact  lens  solution.  Specially  formulated  for  the  on- 
the-go  contact  lens  wearer  too  busy  to  bother  with  a  multitude  of  bottles  And 
for  the  experienced  wearer,  simply  anxious  to  discover  an  easier  alternative. 
An  overnight  soak  in  Total  disinfects  and  hydrates  the  lens.  Daily  cleaning 
with  Total  helps  keep  lenses  clear,  while  the  occasional  drop  or  (wo  cushions 
the  lens  and  comforts  the  eye.  What  could  be  simpler-tor  you  or  your 
customer7 

Over  three  quarters  of  all  the  contact  lenses  in  use  are  known  lo  be  Hard 
lenses  Total,  simple  to  use.  compact  to  display,  performs  all  the  functions 
once  requiring  the  use  of  three,  sometimes  four,  different  solutions 
Stock  Total,  and  consolidate  your  contact  lens  solution  section.  Recommend 
Total,  to  your  customers  wearing  hard  or  the  new  G  P  (Gas  permeable) 
lenses,  for  their  convenience,  comfort,  and  economy 


>q|l€RG4N 

OAllergan  Limited  Fennels  Lodge,  St  Peters  Close,  Loudwater, 
High  Wycombe.  Bucks.  HP11 1JT  Tel  Bourne  End(06285)27778 

Main  distributor  for  pharmaceutical  trade(Pharmagen) 


To  the  Medical  Profession 


shampoo 

an  effective  safe 
alternative  to 
selenium  sulphide 


ideal  for  greasy  hair 


iynogiit 

is  available  through  all 
normal  wholesale  channels 

Sole  distributors  are 
FARILLON  LTD  BRYANT  AVENUE, ROMFORD,  ESSEX. 

Tel  INGREBOURIME  71136 


Maltown  Limited 

P.O.  Box  53  Harrogate 

North  Yorkshire  HG2  ONH  England 
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BEECHAM 
PROPRIETARIES 

Prices  effective  from 
6th  October  1980 


Product  Description 


Sales  Retail 
Status  Price 
Per 
Unit 
Incl. 
VAT 


Units  Standard 
Per  Wholesale 
Price 
Per  Case 
Excl 
VAT. 


Case 


SETLERS 

Standard  (30  Tablets)  PM         44        12  3.51 

Large  (50  Tablets)  PM         66          6  2.63 

10  Roll  Pack  (100  Tablets)  PM         95          6  3.79 

Roll  (10  Tablets)  PM         18        24  2.87 

GERMOLENE 

Medicated  Footspray  (120  g)  PM  82  6  3.27 
NIGHT-NURSE 

(160  ml)  P  140  6  5.58 
DAY-NURSE 

(160  ml)  P  140  6  5.58 
ALL  FRESH 

Clean  up  Squares  (10  Tissues)  *        49        12  3.91 

Baby  Bottom  Wipes  (10  Tissues)  *        49        12  3.91 

VYKMIN  FORTIFIED 

15  days  supply  PM        110         12  8.61 

30  days  supply  PM       210          6  8.22 

60  days  supply  PM       370          3  724 

VYKMIN  E 

30  days  supply  *       235          6  9.20 

HEALTH  PRODUCTS  LABORATORIES 
VITAMINS 

Vitamin  E  in  Wheat  Germ  Oil 

(30  capsules)  *  226  6  8.84 
Vitamin/Mineral  Capsules 

with  Safflower  Oil  (60  capsules)  *       188          6  7.36 

2nd  DEBUT 

C.E.F  600  Medium  (60  ml)  *       260          3  4.75 

C.E.F  1200  Standard  (28  ml)  *       205          3  3.75 

C.E.F  1200  Medium  (60  ml)  *       320          3  5.85 

C.E.F  1200  Large  (120  ml)  *       495          3  9.05 


Prices  effective  from 
10th  November  1980 

Sales    Retail     Units  Standard 
Status    Price       Per  Wholesale 

Product  Description 

Per       Case  Price 
Unit                 Per  Case 

Incl.  Excl. 
VAT.  VAT. 

BEECHAMS  POWDERS  HOT  LEMON 

Standard  (5  Sachets) 
Large  (10  Sachets) 
30  Sachets 

P  £ 

PM         59        24  9.41 
PM         95          6  3.79 
PM         15        30  2.99 

P  Sales  is  restricted  to  persons  lawfully  conducting  a  Retail  Pharmacy  business  and 

is  resale  price  maintained. 

PM.  Resale  price  maintained. 

*  Not  subject  to  Resale  Price  Maintenance. 

BEECHAM  HOUSE  •  BRENTFORD  •  MIDDLESEX  TW8  9BD. 
TELEPHONE  01-560  5151. 
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An  expanded 
service  to  the  Pharmaceutical  Industry 


Your  own  medical  and 
clinical  research  department  at  the 

end  of  a  telephone. 

An  extra  hand  at  all 
stages  from  laboratory  to  patient. 

.  It  1VT1  specialises  in:— 

•  CLINICAL  TRIALS 

•  LIBRARY  FACILITIES 

•  REGULATORY  AFFAIRS 

•  MARKETING 

•  PROMOTIONAL  ADVICE 

•  ADVERTISING 


Pharmaceutical  Human  and  Animals  Research  Methods  Ltd. 
Cumberland  House,  Lissadel  Street,  Salford,  M6  6GG. 
Telex  666135  Air  Talk  G.  Tel:  (061)833  9491 


SOLVE  CONTACT  LENS  SOLUTION  PROBLEMS 
FROM  THE  LARGEST  STOCKS  IN  THE  U.K. 

For  quality,  for  reliability,  for  service 
contact  Reggie  Ormes,  M  C  L  Services  Ltd., 
Castleham  Road,  St.  Leonards -on  -  Sea, 
East  Sussex,  TN38  9NB 
Telephone  Hastings  53381  -7 


GETS  RID  OF  MICE  -  FAST! 

^  No  bait 

*  No  traps 

*  No  bodies 
THE  CLEAN  METHOD 

Now  in  new  recloseable  pack 

From  your  wholesaler  or 
De  Witt  International  Ltd,  Seymour  Road, 
London  E10  7LX  TEL  01 -539  3334 


ORALCER 


§  MOUTH  ULCERS 

NOT  A  GEL  —  NOT  A  PASTILLE  -  BUT  PELLETS 
that  slowly  release  2  Active  ingredients  at  site  of  ulceration 

VITABIOTICS  LTD.  122  Mount  Pleasant  Alperton  Mddx.  01-903 
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ASSISTANT  OF  THE  YEAR 


Three  more 

regional 

winners 


Three  assistants  who  won  their 
regional  finals  of  the  C&D  Assistant 
of  the  Year  Competition  last  year  have 
won  again  this  year. 

They  are  Mr  Christopher  Johnson, 
of  Beirne  &  Watts,  39  Barrack  Road, 
Northampton,  who  last  week  won  the 
East  Midlands  regional  final; 
Mrs  Valerie  Bates,  of  Hugh  Hitchin 
Ltd,  71  Derby  Road,  Longeaton, 
Nottingham,  who  won  through  from 
the  North  Midlands;  and  Miss  Amanda 
Reeson  of  Ormay  Chemist,  188  Bexley 
Road,  Erith,  Kent,  who  won  the 
London  regional  final. 

Second  prizewinner  from  the 
East  Midlands  was  Mrs  Phyllis  Berman 
of  Berman  (Chemist)  Ltd,  14  Allandale 
Road,  Stonegate,  Leics,  and  third  was 


Mrs  Angela  Henshaw  of  A.  T.  Brodie, 
13  St  Mary's  Street,  Stamford,  Lines. 
The  separate  prize  for  the  "leading 
assistant  aged  19  years  or  under" 
went  to  Miss  Helen  Barltrop  of 
G.  Walker,  17  Hay  Place,  Spalding, 
Lines. 

Second  in  the  North  Midlands  final 
was  Mrs  Carol  Clutton  of  E.  S.  Vigrass, 
18  Ball  Haye  Street,  Leek,  Staffs;  third 
was  Mrs  Doreen  Samways  of  Barton 
Pharmacy  Ltd,  Main  Street,  Barton-U- 
Needwood,  Staffs;  and  the  "under  19" 
prize  went  to  Miss  Yvonne  Wright  of 
P.  J.  Singleton,  114  Cotmanhay  Road, 
Ilkeston,  Dertoys. 

London  runners-up  were  Mrs  Avril 
Cruse  (Ashworths  Chemists,  64 
High  Street,  Ruislip,  Middlesex)  and 
Mrs  Christine  Moore  (A.  G.  Morris,  37 
Barfield  Road,  West  Mersea,  Essex). 
The  prize  in  the  "19  and  under" 
category  went  to  Miss  Angela  Parsons 
(Perry  Haston  Ltd,  48  Vicarage  Farm 
Road,  Heston,  Hounslow). 

Winner  of  the  West  Midlands  and 
Wales  final  was  Mrs  Sheila  Stallard 
(T.  H.  Jarratt,  206  High  Street,  Lye, 


ip  1980 . 


Chemist  Assistant 

OfTheYear 

COMPETITION 


West  Midlands.  Second  place  went  to 
Mrs  Gillian  A.  Brace,  who  is  with 
R.  J.  &  E.  C.  Newman,  Broad  Street, 
Newent,  Glos.  and  third  was 
Miss  Judith  Tinley  of  W.  W. 
Price  Ltd,  24  Combertan  Hill, 
Kidderminster,  Worcs.  The  winner  of 
the  under-19  prize  was   Miss  Sally 
Locke  (Badham  Chemists  Ltd,  102 
Whaddon  Road,  Cheltenham).  ■ 

Top   left:   The  prizewinners   of  the 
North  Midlands  regional  final  and  (right) 
the  London  final.  Centre:  Contestants  in 
the  West  (left)  and  North  Midlands 
regional  finals.  Bottom  left:  Contestants 
for  the  East  'Midlands  regional  final  and 
(right)  Mark  Wallington,  Leicester  City's 
goalkeeper  presents  Christopher 
Johnson  with  his  £100  cheque. 
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S^lSS^HiH^HSHs  New  packaging  firm 
^^^^^^m^^^^^m^^^^^m  from  Metal  Box 


English  Grains  take 
over  Thomas  Guest 


English  Grains  Ltd,  the  natural  health 
food  company,  is  buying  Thomas  Guest 
&  Co  Ltd.  However  they  will  continue 
to  operate  as  two  separate  companies. 

"The  take-over  will  not  result  in 
any  closures,"  says  Ray  Hamilton- 
Cooper,  managing  director,  English 
Grains.  "These  are  two  distinct 
businesses  and  it  is  our  intention  to 
maintain  their  separate  identities". 

A  new  company  has  been  formed 
called  English  Grains  Holdings  Ltd. 
This  will  own  English  Grains,  Thomas 
Guest  and  Co  Ltd  and  British 
Analytical  Control  Ltd,  which 
specialises  in  analytical  and 
microbiological  examinations  in  the 
food  and  pharmaceutical  industries. 
Another  new  company  called 
E.  G.  Marketing  Ltd  will  take  over 
responsibility  for  group  sales. 
Mr  Thomas  Guest  Baker  and 
Mr  Robert  Guest  Baker,  the  respective 
chairman  and  joint  managing  director 
of  Thomas  Guest,  are  retiring. 

English  Grains  has  factories  in 
Burton-on-Trent  and  Ebbw  Vale.  It  is 


Chemicals  let  down 
Guinness  Peat 


The  chemicals  division  of  Guinness 
Beat  Group  Ltd  had  a  "disappointing 
year".  This  sector  operates  under  the 
umbrella  of  Lewis  &  Peat  Chemicals 
Ltd  and  includes  New  Era 
Laboratories,  Willow  Francis  and 
Regent  Laboratories. 

Trading  profit  for  the  division  fell 
to  £309,000  from  £1.1  million  in  1979 
on  a  turnover  of  £47m  (£34. 7m)  for 
the  year  end  to  April  30.  However,  the 
directors  say  that  the  fall  in  earnings 
should  be  seen  in  the  context  of  "a 
difficult  period  for  the  chemical 
industry  in  general".  Sanctions  placed 
on  British  companies  by  the  Nigerian 
government  during  the  Zimbabwe 
independence  negotiations  are  also  said 
to  have  affected  margins. 

The  division  specialises  in  a  wide 
variety  of  chemical  activities,  from 
trading  in  bulk  chemicals,  through 
the   activities   of   the  aforementioned 
companies,  to  food  chemical 
distribution.  Further  expansion  of  the 
division's  market  coverage  is  expected 
throughout  the  next  year,  alongside 


probably  best  known  for  Red  Kooga 
ginseng  which  was  launched  in  1976. 
Their  other  products  include  Yestamin, 
vitamins  and  dietary  supplements.  They 
are  contract  manufacturers  for 
pharmaceutical  companies  and  provide 
an  industrial  tableting  service. 

Thomas  Guest,  based  in  Manchester, 
has  over  60  products  including  the 
Sure  Shield  range  of  laxatives  and 
throat  lozenges.  Mr  Hamilton-Cooper 
says  his  company  intend  to  put  their 
money  and  marketing  expertise  behind 
the  Thomas  Guest  products.  "We  will 
be  able  to  cut  costs  by  common 
warehousing,  delivery,  computing  and 
management  services,"  he  said. 

Ken  Boardman-Weston,  chairman, 
English  Grains,  says  they  are  looking 
for  other  companies  to  fit  in  with  their 
growth.  "It  may  be  that  at  some  time 
in  the  future  we  will  have  to  consider 
the  possibility  of  becoming  a  public 
comrjany",  adding  that  this  was 
not,  however,  necessary  to  finance  their 
expansion  plans.  ■ 


the  growth  and  modernisation  of 
existing  manufacturing  establishments. 

Pre-tax  profits  of  the  whole 
"commodity  broking  to  property 
company"  group  rose  to  £15.7m 
(£7.8m)  on  a  turnover  of  £686.1m 
(£437.5m).  ■ 


USDAW  criticise 
Co-op  employers 


The  general  secretary  of  the  Union  of 
Shop,  Distributive  and  Allied  Workers, 
Mr  Bill  Whatley,  has  hit  out  at  the 
Co-operative  Employers'  Association 
for  warning  employees  of  the  dangers 
of  not  accepting  low  wage  settlements 
"even  before  negotiations  have 
commenced". 

He  warns  that  the  comments  by 
Mr  Frank  Dugdale,  secretary  of  the 
Association,  would  not  influence  the 
terms  of  the  1981  wage  application 
"which  will  be  determined  by  the 
circumstances  appertaining  at  the  time 
it  is  drawn  up". 

Mr  Whatley  did,  however,  join 
with  Mr  Dugdale  in  condemning  the 
Government's  suggestion  that  the 
number  of  wages  inspectors  be 
reduced.  ■ 


Metal  Box  are  to  form  a  new  company 
which  will  be  heavily  involved  in  the 
manufacture  of  packaging  for  the 
cosmetics  and  toiletries  industries. 

A  £3.5  million  investment  has 
bought  them  MEC  Pressing  Ltd,  the 
largest  European  manufacturer  of  cases 
for  alkaline  batteries,  and 
supplementary  equipment  has  been 
purchased  from  other  sources  to 
facilitate  production. 

The  venture  will  be  called  Risdon 
Ltd  and  based  at  the  MEC  works  in 
Blackburn,  where  the  production  of 
battery  cases  will  be  continued  by  the 
new  company.  ■ 


Anchor  difficulties 


Anchor  Chemical  Group  Ltd  have 
reported  a  difficult  first  half,  with 
price  increases  being  extremely  hard  to 
obtain  and  the  strength  of  the  pound 
further  depressing  margins — exports 
were  especially  affected.  But  despite 
this  situation  at  home,  their  overseas 
companies  have  performed  particularly 
well. 

For  the  six  months  to  June  30  there 
was  little  change  in  turnover  at  £7.07 
million  against  £7. 16m  for  the  first  half 
of  1979.  However,  pre-tax  profits 
dipped  to  £267,000  from  £350,000. 

Although  the  company  is  still 
trading  profitably,  Mr  B.  B.  Pugh, 
chairman,  has  warned  that  deterioration 
in  the  level  of  demand  makes  a  full 
year  forecast  impossible,  but  he  does 
not  expect  the  first  half  performance 
to  be  repeated.  ■ 


ABPI  booklet 


The  latest  edition  of  the  booklet  "The 
Pharmaceutical  Industry  and  the 
Nation's  Health"  has  been  published 
by  the  Association  of  the  British 
Pharmaceutical  Industry. 

The  publication  is  a  collaboration 
between  ABPI  and  its  associate,  The 
Office  of  Health  Economics,  and  is  full 
of  facts,  from  exports  to  NHS  sales. 
For  example,  the  booklet  points  out  that 
in  1935,  at  the  start  of  the 
chemotherapy  revolution,  annual  output 
was  below  £20  million.  The  £100m 
mark  was  not  reached  until  the 
beginning  of  the  1950's.  By  1975  the 
value  of  the  industry's  output  had 
reached  more  than  £1000m  for  the  first 
time,  and  substantial  growth  of  91 
per  cent  over  the  succeeding  four 
years  took  the  total  to  around  £2000m 
in  1979.  ■ 

More  Business  News  on  p610 
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CHARACTER  MERCHANDISING  1980 

SEMINARS  and  EXHIBITION 

Royal  Lancaster  Hotel,  London  •  Tuesday  November  4th  and  Wednesday  November  5th 

For  details  ring  Francesca  on  0732-863944  or  contact: 
Benn  Business  Promotions  Limited  25  High  Street,  Edenbridge,  Kent  TN8  5AB  (Telex  27844) 


f  YES-i. 


am  interested.  Please  rush  me  full  details  about  all  the  events  plus 

NAME  COMPANY 

NATURE  OF  BUSINESS 

ADDRESS 

TEL.  No. 

SIGNED  DATE 


FREE  tickets  for  the  Exhibition 


Bemi 
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Business  News 

Continued  from  p608 


DITB  aids  in 

customer 

contact 


Three  new  aids  from  the  Distributive 
Industry  Training  Board  concentrate 
on  the  training  in  the  "crucial"  area 
of  customer  contact.  An  illustrated 
sequence  of  practical  exercises 
designed  to  sharpen  the  sales  person's 
reading  of  customer  signals  and 
turn  them  into  sales,  form  the  basis 
of  a  "Customer  Contact  Skills'* 
training  pack.  The  pack  also 
includes  audio  tapes,  case  studies, 
card  "games"  and  handouts  to  cover 
training  from  first  sight  of  the 
customer  to  closing  a  sale.  The  pack 
costs  £35. 

The  selling  theme  is  maintained  in 
the  video  programme,  "Sale  of  the 
Day".  Trainees  are  treated  to  selling 
scenes,  instructive  "action  replays" 
and  analyses  of  "moves".  It  shows 
how  to  "score"  from  correctly 
reading  customer  signals.  The 
programme  costs  £60  to  buy  or  £13 
to  hire.  A  16mm  film  version  is  also 
available  at  £210  to  buy  or  £41  to 
hire. 

The  third  aid  in  the  group  is  a 
retail  sales  training  guide,  a  booklet 
titled  "Sharp  End  Selling",  which 
helps  executives,  trainers  and 
managers  decide  who  needs  training 
in  what  area,  planning  and  the 
provision  of  such  training.  It  also 
includes  "action  plans"  and  case 
histories — price  £1.50. 

All  three  aids  are  available  to 
DITB  levy-payers  under 
'STARscheme'.  Sales  Department, 
DITB,  MacLaren  House,  Talbot 
Road,  Stretford,  'Manchester  ■ 


Harland's  have  introduced  what  they 
believe  to  be  the  first  rotary  roll-feed, 
pressure  sensitive  labeller.  The  RIM 
is  capable  of  providing  high  accuracy 
(better  than  0.5mm)  at  high  speed, 
even  on  recessed  or  contoured 
surfaces.  Here  a  Drambuie  miniature 
is  seen  at  the  second  label  station. 
Harland  Machine  Systems  Ltd, 
Agecroft  Trading  Estate,  Langley 
Road,  Salford  M6  6TQ. 

Packaging  redress 

The  Institute  of  Packaging  has  hit  out 
at  "anti-packaging  lobbies"  at  its 
extraordinary  general  meeting  held  last 
week.  The  meeting  marked  the  launch 
of  "Packpoint,"  a  series  of  35  slides 
and  accompanying  script,  which  aims 
to  further  the  cause  of  packaging. 

Mr  Eric  Corner,  director  and  past 
national  chairman,  said  that  "over- 
packaging  or  inadequate  specifications 
...  led  to  unfair  attacks  upon  the 
overall  benevolent  importance  of  the 
whole  packaging  industry.  Thus,  as 
everyone  expects  a  mother  to  defend 
her  child,  so  will  the  Institute  strive  to 
speak  out — by  means  such  as  Packpoint 
— against  wild  and  sweeping  criticisms 
which  too  often  in  the  past  have  gone 
unanswered".  ■ 


Golden  jubilee  for 
Beatson  plant 


The  Stairfoot  works  of  Beatson  Clark 
&  Co  Ltd  celebrates  its  golden  jubilee 
on  October  27  and  to  mark  the 
occasion  will  be  open  to  employees  and 
their  families. 

Beatson  Clark  claim  to  be  the  UK's 
largest  pharmaceutical  glass  container 
manufacturers  operating  two  plants  at 
Stairfoot  (Barnsley)  and  at  Rotherham. 
The  company  has  made  glass  bottles 
since  1751. 

During  the  half  century  many 
technical  and  production  firsts  have 
been  achieved.  Stairfoot,  starting 
production  as  a  semi-automatic  plant, 
was  the  first  glass  container  plant  in 
Europe  to  build  (in  1948)  a  new 
production  shop  designed  for  the 
American-built  IS  machines.  The  site 
now  accommodates  a  modern  mould- 
making  operation  and  uses  computer- 
based  techniques  for  bottle  design. 

Today  Stairfoot  factory  produces 
one  million  bottles  a  day — more  than 
a  fifty-fold  increase  in  output  in  half 
a  century.  ■ 


Briefly 


■  Upjohn  Ltd  are  to  spend  a  further 
£2m  on  expansion  of  their  Fleming 
Way  site.  This  is  in  addition  to  the 
£3m  development  which  the  company 
announced  in  May  of  this  year. 

■  Warner  Lambert  Co's  worldwide  sales 
rose  by  8  per  cent  to  $862m  ($797m), 

in  the  second  quarter  of  1980,  but  net 
income  fell  by  9  per  cent  to  $55m 
($61  m). 

■  Hanimex  increased  earnings  by 

39  per  cent  to  a  record  A$5.6m  in  the 
year  to  June.  Turnover  was  up 
18  per  cent  to  A$151m  and  pre-tax 
profit  by  66  per  cent — up  A$7.39m. 
The  UK  operations  were  said  to  have 
made  a  strong  contribution  to  results. 

■  Pitney  Bowes  Ltd  had  a  massive 
108  per  cent  jump  in  pre-tax  profit, 
to  £2.77m,  for  the  first  half  of  1980. 
Sales  were  up  29  per  cent  to  £16. 01m. 
The  board  have  warned,  however,  that 
maintenance  of  such  excellent  results 
cannot  be  assured  due  to  the  economic 
climate,  but  major  product 
introductions  are  promised  for  1981. 


The  inquiries  and  orders  received  by 
Tudor  during  the  course  of  Photokina 
(C&D,  last  week,  p555)  came  from 
nearly  100  countries  and  they  expect 
them  to  generate  some  £1m  of  business 
over  the  next  few  months.  Their  stand, 
left,  was  so  admired  by  their 
Nigerian  franchise-holder  that  he  bought 
it  to  take  home  to  Northern  Nigeria! 
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APPOINTMENTS 


MARKET  NEWS 


1 


■  Bristol-Myers  Co  Ltd  have  appointed 
Mr  Rob  Benson  as  brand  manager  for 
Fresh  &  Dry,  Anglers  Junior  Aspirin, 
Ingram,  Vitalis  and  Score. 

■  United  Photographic  Laboratories: 

Mr  David  Ellis  has  been  appointed 
area  sales  manager,  based  at 
Newmarket,  with  responsibility  for  a 
four-strong  sales  team  covering  the 
Newmarket  and  Deal  areas.  He  takes 
over  from  Mr  Keith  Harris,  who  has 
been  appointed  to  sales  director. 

■  Farley  Health  Products  Ltd:  Dr  Ian 

Barr  has  been  appointed  nutritionist. 
Dr  Barr  obtained  a  PhD  at  Reading 
Un'iversity  and  on  returning  from  the 
US  last  year,  he  joined  the  Lancashire 
Health  Authority  as  dietitian.  He  is  a 
member  of  the  Royal  Society  of  Health, 
the  Nutrition  Society  and  the  British 
Dietetic  Association. 

■  United  Glass  Containers  have 
appointed  Mr  Peter  E.  Palmer  as 
national  industry  sales  manager,  to 
head  a  newly-organised  sales 
department  which  integrates  the 
company's  activities  in  the  food, 
pharmaceutical,  toiletry  and  household 
products  industries.  Mr  Derek  Parr 

is  taking  up  the  new  position  of 
national  manager,  customer  services. 

■  LRC  International  Ltd:  Mr  Bob  Hall 
is  appointed  director  of  planning  and 
corporate  development,  a  newly  created 
post  within  the  Group.  He  will  initially 
be  based  in  the  US.  Mr  Hall  is 
currently  UK  sales  and  marketing 
director  of  the  Group's  consumer 
products  division.  The  responsibility  for 
LRC  Products'  sales  and  marketing 
will  remain  with  the  existing  executives. 

■  Milupa  Ltd  announce  the  following 
staff  changes :  S.  R.  Marian  from 
national  sales  force  manager /national 
account's  manager  to  marketing 
manager.  K.  H.  Clarke  from 
nutritionist  to  scientific  products 
manager.  H.  M.  Rayner,  in  addition  to 
PA  to  MD,  to  marketing  services 
executive.  S.  Busby  from  sales  manager 
to  general  sales  manager.  R.  G.  M. 
Hind  from  senior  regional  sales 
manager  to  deputy  sales  manager/ 
national  sales  force  manager /national 
accounts  manager.  M.  Bearcroft  is 
appointed  regional  sales  manager 
(southern)  in  addition  to  his  current 
role  as  regional  sales  manager 
(medical).  E.  W.  Bates  from  area 
manager  to  regional  sales  manager 
(northern).  B.  K.  Tindall  to  regional 
sales  trainer  (northern).  A.  Breene  from 
territory  manager  to  area  manager 
(midlands).  K.  Lincoln  from  territory 
manager  to  area  manager  (London  and 
home  counties). 


Oils  neglected 


London,  October  7:  Essential  oils 
continue  to  be  neglected  by  buyers  and 
hence  price  changes  in  that  sector  were 
minimal.  Florida  orange  eased  by  two 
pence  kg  on  the  spot  to  make  it  the 
same  price  as  for  shipment.  East  Indian 
sandalwood  was  quoted  £8  kg  up  at  £50 
but  the  mysore  oil  was  unchanged  at 
£54.  Brazilian  menthol  was  lOp  kg 
higher  for  shipment  although  spot  rates 
did  not  react. 

Among  spices,  cloves  and  ginger 
were  dearer  while  pepper  lost  some  of 
the  gains  made  two  weeks  previously. 
In  botanicals  supplies  of  Tinnevelly 
f  a  q  leaves  and  pods  were  easier  by 
about  four  pence  kg;  there  was  no 
change  in  Alexandria  pods.  Cape  aloes, 
Canada  balsam  and  kola  nuts  were 
marked  up  slightly. 

Pharmaceutical  chemicals 

Amimonium  acetate:  BPC  1949  crystals  £0.8635  kg 
in  50-kg  lots;  strong  solution  BPC  1953  £0.243  kg 
in  250-kg  lots. 

Ammonium  bicarbonate:  BPC  £223.59  metric  ton, 
ex-works,  in  50-kg  bags. 

Anumoniuni  chloride:  Pure  in  50-kg  lots  £0.2344  kg 
for  powder. 

Ammonium  tartrate:  Commercial  £2.95  kg  in  50-kg 
lots. 

Calcium  chloride:  BP  anhydrous  96/98%  £1.21  kg 
in  50-kg  lots  ol  powder;  £1.23  hexahydrate  crystals 
BP  1968  £0.95. 

Cyanocobalamin:  per  g  £2.53  in  100-g  lots; 
imported  £2.40  in  1-kg  lots. 

Magnesium  carbonate:  BP  per  metric  ton — heavy 
£740-£745;  light  £630. 

Magnesium  chloride:  BP  crystals  £1.05  kg  for 
50-kg  lots. 

Magnesium  dihydrogen  phosphate:  Pure  £2.45  kg 
in  50-kg  lots. 

Magnesium  hydroxide:  (metric  ton)  BPC  light 
£1,720;  28  per  cent  paste  £520. 

Magnesium  oxide:  BP  per  metric  ton,  heavy  £1,700; 
light  £1,720. 

Magnesium  sulphate:  BP  £136.50-£147. 10  metric  ton; 
commercial  £118.50-£132.60;  exsiccated  BP  £294.80. 
Magnesium  trisilicate:  £1.30  kg  in  minimum 
1,000-kg  lots. 

Potassium  bitartrate:  £1,215  per  metric  ton. 
Potassium  diphosphate:  in  50-kg  lots,  granular 
£2.279  kg;  powder  £1.9928 

Potassium  hydroxide:  Pellets  BP  1963  in  50-kg  lots 
£1,978  metric  ton,  sticks  not  offered;  technical  flakes 
£696.50. 

Potassium  nitrate:  Recrystallised  £1.29  for  50-kg 

drums. 

Potassium'  phospate:  monobasic  BPC  1949,  £1.50 
kg  in  50-kg  lots. 

Pyridoxine:  £22.11  kg  for  20-kg  lots. 
Sodium  acetate:  BP  crystals  £1.02  kg  in  50-kg. 
Sodium  acid  phosphate:  BP  crystals  £1.36-£1  42  kg 
as  to  source  for  50-kg  lots. 

Sodium  chloride:  Vacuum  dried  in  10-ton  lots 
delivered  London  4-ply  bags  £44.24  metric  ton. 
Sodium  nitrite:  BPC  1973  £1.02-£1.298  kg  as  to 
maker  for  50-kg  lots. 

Sodium  benzoate:  £0.70  kg  in  500-kg  lots. 
Sodium  fluoride:  in  50-kg  lots  £2.43  kg. 
Sodium   gluconate:  Technical   £756  metric  ton 
Sodium  nitrate:  Recrystallised  £0.96  kg  for  50  kg 
lots. 

Sodium  hydroxide:  Pellets  BP  1973  in  50-kg  lots 
£0.82-£1.57  kg. 

Sodium  perborate:  (per  1,000  kg)  monohydrate 
£723;  tetrahydrate  £430. 

Sorbitol:  Powder,  £790  metric  ton;  syrup  £305. 
Stilboestrol:  BP  in  25-kg  lots,  £176  kg. 
Theophylline:  Anhydrous  and  hydrous  £5.28  kg  in 
100-kg  lots: — ethylene  diamine  £5.68  kg. 

Crude  drugs 

Aloes:  Cape  £1,410  metric  ton  spot;  £1,390,  cif. 
Curacao  no  spot,  £2,240,  cif. 

Balsams   (kg)    Canada:   Dearer   at   £12.35    on  the 
spot;  shipment,  £12.05,  cif.  Copaiba:  unquoted. 
Benzoin:  £206  cwt,  cif. 

Cloves:  Madagascar  £4,300  metric  ton  spot,  £4,100, 
cif. 

Ginger:  Cochin  £375  metric  ton  spot  shipment, 
£370,  cif.  Other  sources  not  quoted. 


Kola  nuts:  £445  metric  ton  spot;  £425,  cif. 
Liquorice  roots:  Root,  no  spot;  £580  metric  ton 
cif.  Block  juice  £1,400  metric  ton  spot; 
Spray-dried  £1,550. 

Menthol:  (kg)  Brazilian  £4.80  spot;  £475,  cif. 
Chinese  £4.40  spot  and  cif. 

Pepper:  (metric  ton)  Sarawak  black  £850  spot, 
$1,675,  cif;  white,  £1,200  spot;  $2,200,  cif. 
Seeds:  (metric  ton,  cif).  Anise:  China  £870  for 
shipment.  Celery:  Indian  £350.  Coriander: 
Moroccan  £180.  Cumin:  Indian  £660.  Fennel:  Indian 
£435.  Fenugreek:  Moroccan  £275;  Indian  £255. 

Essential  oils 

Beigamot:   From  £55  kg  spot. 
Bois  de  rose:  £7.45  kg  spot;  £7.25,  cif. 
Camphor:  White  £0.90  kg  spot;  £0.80,  cif. 
Cananga:  Indonesia  £14  kg  spot;  £13.25,  cif. 
Citronella:  Ceylon  £3.45  kg  spot;  £3.27,  cif. 
Chinese  £3.50  spot  and  cif;  Java  £3.35  spot, 
£3.16  cif. 

Lemongrass:  Cochin  £4.15  spot;  £3.90,  cif. 
Orange:  Florida  £0.58  kg  spot  and  cif.  Brazil 
£0.58. 

Peppermint,  (kg)  Arvensis — Brazilian  £4.25  spot 
and  cif.  Chinese  £2.85  spot;  £2.70,  cif. 
Piperata  American  Far  West  £13.50  spot. 
Sandalwood:  Spot  Mysore  £53  kg;  East  Indian  £50. 
Thyme:  Red  £45-50%  £19  kg  spot;  nominal. 
Vetivert:  Java  £12.50  kg  spot;  £11.50,  cif. 
The  prices  given  are  those  obtained  by  importers 
or  manufacturers  for  bulk  quantities  and  do  not 
include  value  added  tax.  They  represent  the  last 
quoted  or  accepted  prices  as  we  go  to  press. 


COMING  EVENTS 


Monday,  October  13 

Brighton   Branch,   Pharmaceutical  Society, 

Brighton  Polytechnic  main  hall,  at  7.30. 
Meeting  to  welcome  new  students  at  the 
School   of  pharmacy. 

Swindon  Branch,   Pharmaceutical  Society, 

King's  Arms  Hotel,  Swindon,  at  8  pm. 
Dr  D.  J.   G.  Davies,  Bath  University,  on 
"Contact   lens   solutions,    their  preparation, 
storage  and  preservation". 

Tuesday,  October  14 

Bristol  Branch,   Pharmaceutical  Society, 

Edward   Jenner   Centre,    Bristol  Royal 
Infirmary,   at  8   pm.   Mr  D.   N.  Joyce, 
consultant  senior  lecturer,  on  "The  treatment  of 
infertility". 

Galen    Group,    Friends    Meeting   House,  Park 
Lane,   Croydon,  at  8  pm.   Charles  Laricinson  on 
"The  National  Trust". 

Lanarkshire   Branch,    Pharmaceutical  Society, 

Ravenscraig    Suite,    Garrion    Hotel,  Motherwell, 
at   8   pm.    Chairman's   reception   and   cheese  and 
wine. 

Leicestershire    Branch,    Pharmaceutical  Society, 

Royal    Infirmary    postgraduate    medical  centre, 
Leicester,   at  8   pm  "Computers  in  pharmacy". 

Wednesday,  October  15 

Crawley,  Horsham  &  Reigate  and  Worthing  & 
West   Sussex   Branches,    Pharmaceutical  Society. 

Visit  to  Taylors  Developing  and  Printing 
Works   Ltd,    School  Road,   Hove,    at   8  pm. 
Wirral    Branch,   Pharmaceutical  Society, 

Clatterbridge   Hospital   postgraduate  medical 
centre,  at  8  pm.  Talk  by  Mr  D.  J.  Dalglish, 
chairman,     Ethics     Committee,  PSGB. 

Thursday,  October  16 

Bedfordshire    Branch,    Pharmaceutical  Society, 

Bird-in-hand,   Henlow   Camp   Crossroads,  at 
8  pm.   Dr  R,  W.   Lacey.  consultant 
bacteriologist,   King's   Lynn  and  Wisbech 
Hospitals,    on    "Antibiotics   or  antiseptics". 
Manchester  &  Salford   Branch,  National 
Pharmaceutical    Association,    Boyd   House,  Upper 
Park  Road,   Victoria  Park.  Manchester  14,  at 
8  pm.   Annual  meeting  followed  by  "Computer 
labelling"   by  Medpharm   Computer  Systems 
Ltd. 

Advance  Information 

Welsh  Committee  for  Postgraduate 
Pharmaceutical    Education,    Velindre  Hospital 
postgraduate   medical    centre,    Velindre  Road, 
Whitchurch,  Cardiff,  Two  lectures  on  "Recent 
changes  in  the  law  affecting  the  practice  of 
pharmacy",  on  October  21  and  28,  at  7.30  pm. 
Application  forms  from  Dr  D.  J.  Bailey, 
Director  of  Postgraduate  Pharmaceutical 
Studies.  Welsh  School  of  Pharmacy,  UWIST, 
King  Edward  VH  Avenue,  Cardiff  CF1  3NU. 
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CLASSIFIED 


Post  to  Classified 
Advertisements,  Chemist  & 
Druggist,  25  New  Street 
Square,  London  EC4A  3JA. 
Telephone  01-353  3212. 

Contact  Nick  Randolph  on 
extension  185  for  further 
information. 


Publication  date  Every 
Saturday. 

Headings  All  advertisements 
appear  under  appropriate 
headings. 

Copy  date  4pm  Tuesday  prior 
to  publication  date. 
Circulation  ABC 

January/December  1979 
17,330. 


Display/Semi  Display  £6.00 
per  single  column  centimetre, 
min  25mm.  Column  width 
42mm. 

Whole  Page  £500.00 
(265mm  x  180mm). 
Half  Page  £300.00 
(135mmxl80mm). 
Quarter  Page  £150.00 
(135mmx88mm). 


Lineage  minimum  charge 
£6.00  for  20  words,  30p  per 
word  extra. 

Box  Numbers  £1.50  extra. 
Series  Discounts 

5%  on  3  insertions  or  over. 
10%  on  7  insertions  or  over. 
15%  on  13  insertions  or  over. 


Situations  Vacant 


NATIONAL  ASSOCIATION  OF  PHARMACEUTICAL  DISTRIBUTORS 

DIRECTOR 

The  N.A.P.D.  represents  the  majority  of  pharmaceutical  distributors  operating  from 
branches  throughout  the  United  Kingdom.  Our  current  membership  of  40  firms  ranges 
from  large,  multi-depot  companies  to  smaller  private  concerns  serving  the  phar- 
maceutical outlets  in  their  local  areas.  The  combined  annual  turnover  of  our  membership 
is  in  excess  of  £600  million. 

We  wish  to  appoint  a  Director,  responsible  to  the  elected  Council,  who  will  act  as  our 
permanent  representative  in  discussions  with  Government  departments,  phar- 
maceutical manufacturers,  and  other  Trade  Associations  within  the  industry.  He  will 
maintain  close  contact  with  member  companies  and  supervise  a  small  administrative 
staff  based  in  S.E.  England. 

In  addition  to  a  familiarity  with  conditions  prevailing  in  pharmacy  and  the  pharmaceutical 
industry,  applicants  should  have  occupied  responsible  positions  at  senior  management 
level  and  demonstrate  that  they  combine  qualities  of  leadership  with  administrative 
ability.  Conditions  of  employment  and  duration  of  the  appointment  are  negotiable,  as  are 
salary  and  other  benefits. 

Applications,  which  will  be  treated  with  the  strictest  confidence,  should  be  sent  in  writing 
to  the  Chairman: 

D.  W.  S.  Wright,  Macarthys  Ltd.,  Chesham  House,  Chesham  Close,  Rom- 
ford, RM1  4JX,  Essex. 

Suitable  applicants  will  be  interviewed  by  the  Council  of  the  N.A.P.D. 


For  sale  Shopfittings       Stocks  for  sale 


BRANDED  AND 
UNBRANDED 
PERFUMES  AND 
COSMETICS  AT 
UNBELIEVABLE 
PRICES 

EXQUISITE  COSMETICS 
3  New  St, 
Earl  Shilton 
LEICS  0455  42951 


KODAK  FILM 

LARGE  DISCOUNTS 

FLASH  CUBES 

AT  LOW  PRICES 
Delivered  anywhere  in  the  British 
Isles 


Further  details 
W.L.C.C. 
397  Acton  Lane 
London  W3 

Tel.  993  6400/9/2921  (TC/W) 


Invest  in  your 
future! 


Our  attractive  shopfitting  systems 
will  give  your  shop  an  efficient, 
professional  image,  and  make  your 
sales  healthier  too. 
Telephone  us  now  for  more  details 
and  a  copy  of  our  free  colour  booklet. 


East  Kilbride  (03552)  38521 
Farnvvorth,  Manchester  (0204)  793316 
Daventrv,  Northants  (03272I  4574 
Gravesend,  Kent  (0474)  60671  v 
The  i> 


NorthReet-^  1  *-  ■ 
Group  -wm& 


SHOWRAX 


Three  Pears  Cosmetics 
Station  Road 

Warley 
West  Midlands 

WE  OFFER  A 
LARGE  RANGE  OF 
TOP  QUALITY 
PERFUMES  AT 
BELOW  TRADE  PRICES. 
CONTACT 
ANGELA  CLARKE 
ON  021-559  9367 

(3/5F) 
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Businesses  for  sale 


A CAREER 
IN  SELLING 

with 

PHARMAGEN  , 


Continuing  its  successful  development  in 
handling  agency  products  for  distribution  to 
pharmaceutical  and  allied  outlets,  Pharmagen 
is  increasing  its  sales  force  and  invites 
applications  from  sales  persons  with 
experience  of  selling  to  independent  and 
multiple  pharmacies  and  wholesalers. 

The  preferred  age  range  is  25-40,  but  this  is 
not  so  important  as  a  dedication  to  selling. 

Of  particular  interest  right  now  are  sales 
persons  living  in  the  Manchester  area,  the 
South  Midlands  and  North  London. 

We  offer  excellent  long-term  career 
prospects  and  the  general  package  will 
include  the  usual  large  company  benefits 
and  a  car. 

Applications  (in  writing)  to:  The  General 
Manager,  Pharmagen  Limited,  Chapel  Street, 
Runcorn,  Cheshire  WA7  5AP. 


PHARMAGEN 
LIMITED 


Shopfittings 


SUPER  SHELVING  SYSTEM  WILL 
INCREASE  YOUR  TOILETRY  SALES 
BY  HUNDREDS  of  pounds.  Send  for 
colour  illustration  or  ask  us  to  call  for 
instant  quote.  Glass  display  counters 
with  lighting,  island  sites  and  show- 
cases. Early  delivery  direct  from  mak- 
ers. THIRSK  SHOPFITTINGS,  741- 
743  Garrett  Lane,  London  SW17  OPD. 
Tel:  01-946  2291.  (TC.W) 


DISPENSARY 
and  PHARMACY 

Specialists 


Complete  service.  N.P.A.  and 
NUMARK  approved. 
Eplan  UNIT  SHOPFITTINGS 
Eustace  International 
E  Plan  Estate,  New  Road 
Newrraven,  Sussex  BN9  OAE 
Telephone:  07912-7711 


apian 

shopfitting  limited 

alpbn  house,  cavalier  road, 
heathf  ield,  newton  abbot,  devon. 
tq12  6tg      tel.  06Z6  832059. 
from  counters  to  total  contracts 
alplan  s  national  coverage  for 

pharmacies 


SHELVING- 
GONDOLA'S 

From  slock  for  DIY  or  complete  design 
and  installation  service.  Quotations  abso- 
lutely free.  Please  visit  our  showroom  for 
further  information: 

SHOPFITTING  CENTRE 
462-468  Eastern  Avenue,  Gants  Hill, 
°  llford,  Essex 

or  Telephone:  01-518  1986;  01-554 
3308 


We  have  been  STOCKTAKING  in  retail 
pharmacy  for  over  55  YEARS  and  our 
partners  have  between  them  over  90 
YEARS  stocktaking  experience.  We  have 
a  fully  trained  staff  with  long  experience  of 
pharmacy  business  behind  them  and  we 
are  able  to  undertake  stocktaking 
throughout  the  length  and  breadth  of 
Great  Britain.  Our  systems  have  been 
devised  over  the  years  to  give  the  highest 
degree  of  accuracy  and  reliability.  We 
continue  to  use  the  caller/writer  method 
as  we  believe  that  our  system  provides  a 
more  detailed  record  and  a  more  satisfac- 
tory result  than  any  adding  machine  or 
other  cost  cutting  method  can  provide. 
Our  vast  experience  of  retail  pharmacy  is 
always  available  to  our  clients,  many  of 
whom  regularly  take  advantage  of  it. 


!Brnest  J/George 

\ra  &  co  " 

GARDALE  HOUSE,  122  GATLEY  ROAD.  GATLEY.  CHEADLE, 
«  CHESHIRE  SK8  4AT  Tel:  061-428  6718/9 


WELL  ESTABLISHED 
PHOTOGRAPHIC/DRUGSTORE 
BUSINESS 

—  FORMERLY  CHEMISTS  — 

available  due  to  illness  at  virtual  property 
price— outbuildings  suitable  many 
trades— shop  could  be  health  food  store 
or  re-established  as  chemists.  Total  area 
2,150  sq  ft.  All  Freehold.  Situate  on  Staf- 
fordshire/Derbyshire border  A50.  Gate- 
way to  lovely  Derbyshire. 
Apply:  L.  Godwin  Lings,  39  Station 
Road,  Hatton,  Derbys  DE6  5EL.  Phone 
0283-813175. 


Stocks  for  sale 


CANTASSIUM  MAKE  THE  FINEST 
RANGE  OF  THESE  AVAILABLE 
SPECIAL  TERMS  FOR  CHEMISTS 


GLUTEN  FREE  FOODS 


Write  to  Cantassium  for  details. 
Cantassium  Company  (Dept  FCD2), 
225  Putney  Bridge  Road,  London 
SW15  2PY  (7C) 


n 


Thinking  of  refitting  your  shop?  Then  try 

"LUXLINE" 

fittings  together  with  a  complete  shop- 
fitting  service,  plans  and  quotations  free. 
So  drop  me  a  line  or  phone  any  time. 
David  Olney,  "Thirston,"  Gravel  Path, 
Berkhamsted,  Herts.  04427-6444  or 
71321. 


CHEMISTS  PLEASE  NOTE 

We  are  now  offering  a  large  range  of 
Christmas  lines  of  top  quality  perfumes 
and  gift  sets  at  exceptional  prices. 
Open  Mon-Fh  10  am  to  7  pm 
A.  P.  COSMETICS 
10  Lower  Captain  Street 
Coleraine,  N.  Ireland 
Tel  0265-54977 


Agents 


AGENT:  SUNGLASSES 

We  require  additional  experienced  Agents  for  our  exclusive  range  of  UK 
manufactured  Sunglasses  and  other  branded  Sunglasses,  calling  on  Chem- 
ists, Departmental  Stores,  Gift  Shops,  etc.  National  advertising  support  will 
ensure  substantial  commission  earnings.  Please  contact: 
Managing  Director,  Autoglaze  Optical  Co.  Ltd.,  Silchester  Mews,  Sll- 
chester  Road,  St.  Leonards-on-Sea,  East  Sussex  TN38  OJB.  Tel:  0424 
440940. 
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Stocks  for  sale 


Great  Britain's  Number  One  in  cut  price  cosmetics  and  perfumes,  stockists  of  Rochas,  Coty,  Dior,  Revlon, 
Max  Factor,  Mary  Quant,  Rubinstein,  Aramis,  Nina  Ricci,  Estee  Lauder,  Givenchy,  YSL,  Goya,  Tiffany,  and 
many  more  branded  lines.  A  few  examples  of  our  prices — thousands  of  gift  sets  and  sole  suppliers  of  Star  War3 

Gift  Sets. 


Coty  Flacon  Mist  90 p 
Max  Factor  Creme  Puff  46p 
Rubinstein  Shaker  Talcs  30p 
Charlie  60  grm  Boxed  £2.20 
Charlie  20  grm  95p 
YS  Laurent  Y  Spray  4  oz  £4.75 
Soaps  by  YSL  £1.50  for  12 
also — Nina  Ricci  Standard  Package  not,  repeat  not  tested  in  pouch 


Number  One, 
Unit  Two, 
Redbank  House  (facing  Gestetner), 
Redbank  Road, 
Cheetham, 
Manchester 
Tel:  061  832  6895 

Delivery  Service  Available 

'You've  all  tried  the  rest  now  try  the  Besf 


Stock  wanted     Situations  vacant 


WE  PURCHASE 
SHOP  STOCKS  AND 
MANUFACTURERS  SURPLUS 

Please  telephone  or  write: 
LAWRENCE  EDWARDS 
AND  CO.  LTD., 
Wellington  Close, 
London  W11  2 AN. 
Tel:  01-727  3137-8  <17/1F) 


A.  &  H.  OTTER  LTD. 

(established  1920) 

Largest  cash  stock  buyers  in  the 
trade  for  manufacturers'  clearing 
lines,  and  retailers'  stocks. 
8  Northburgh  Street,  London 
EC1V  OBA.  Tel:  01-253  1184/5. 
Telegrams:   "Salvall",  London 

E.C.1.  (TC.W) 


PHARMACEUTICAL  ANTIQUES 

Drug  runs,  shop  interiors,  bottles, 
etc.,  urgently  wanted.  Kindly  contact 
Robin  Wheeler  Antiques,  Parklands 
Park  Road,  Ashtead,  Surrey.  Tele- 
phone: Ashtead  72319.  Buyer  col- 
lects. (TC.W) 


COSMETICS  and 
PERFUMES 

WANTED 

Hospital  group  requires  cosme- 
tics and  perfumes  for  staff  and 
patient  distribution.  All  replies 
in  confidence  to 

BOX  No.  2749 


Warehouse 
Manager 

Sangers  need  a  Warehouse  Manager  (male  or  female)  to  complete  the 
operating  team  at  their  large  (35,000  sq  ft)  new  distribution  depot  at 
Wood  Green. 

Applications  are  invited  from  experienced  pharmaceutical  warehouse 
staff  who  feel  they  can  meet  the  challenge  of  keeping  day  to  day 
operations  running  efficiently  and  effectively 
We  offer  a  competitive  salary  and  a  full  range  of  benefits  compatible 
with  the  responsibility  of  the  position. 

Please  telephone  Cindy  Bloom  for  an  application  form  on  01-889  9446. 
Sangers  Pharmaceuticals  Limited,  Coburg  Road,  Wood  Green  N22. 


SANGERS 


Pharmaceuticals 


BOX  NUMBERS 

When  replying  to  Box  Number 
Advetisements  all  correspondence 
should  be  addressed  as  follows: 
CHEMIST  &  DRUGGIST 

Box  No  ,25  New  Street  Square 

London  EC4A  3- J  A 


Stocks  for  sale  Shopfittings 


ONE-SIZE  TIGHTS  from  £2.30  doz 
plus  VAT.  Min.  order  6  doz.  overall 
CWO.  Carriage  free.  Full  range  Price 
List.  E  &  R  Kaye,  16/18  New  Bridge 
Street,  London,  EC4.  (5/4F) 


SPECIALIST  SHOPFITTING  SER- 
VICES. Free  Planning,  Competitive 
Prices.  Phone  061-445  3506.  H.  A. 
Peyser,  20  Fairfax  Avenue,  Didsbury, 
Manchester  M20  0AJ.  0"c) 
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ANTI  SMOKING  CAPSULES 

is  increasing  steadily! 
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As  the  cost  of  smoking  increases  along  with  inflation, 
more  and  more  people  will  be  seeking  the  aid  of 
NICOBREVIN  in  an  effort  to  stop  the  habit.  MAKE 
SURE  YOU  HAVE  ADEQUATE  STOCKS. 

Over  50%  more  advertising  will  ensure  an  even  bigger 
and  consistent  demand  in  1 980  —  National  Press,  Local 
Press,  Periodicals  plus  an  extensive  campaign  on 
London  Underground  will  maintain  pressure. 

THERE  IS  A  600D  PROFIT  MARGIN  FOR  YOU 

—  plus  an  express  delivery  service. 

Showcards,  leaflets  and  window  stickers  are  available. 


RETAILERS  Contact  your  local  wholesaler  now  or  ask 
us  for  your  nearest  stockist. 

WHOLESALERS    Write  for  full  details  and  terms  to  : 
MILLER  1 3  GOLDEN  SQUARE  LONDON  W1 . 

(Sole  distributors  of  Nicobrevin  in  the  UK)  Urgent  enquiries  phone  01  -734  4246  9. 
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PRODUCTS  THE  PROFESSIONALS  USE 
ORDER  NOW  FROM  YOUR  WHOLESALER 
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Some  solutions  to  pain  from 
mouth  ulcers  are  more  drastic 
than  others.  But  with  Medijel,  you 
can  promise  your  customer  the 
dramatic  result  he's  seeking.  Pain 
relief  in  seconds. 


Tell  him  about  Medijel-please!! 


Medijel  is  soft.  Soft  enough  to 
be  placed  right  on  the  point  of  the 
pain.  The  local  anaesthetic, 
lignocaine  hydrochloride,  can 
then  start  working  immediately  - 
whilst  emollient  and  antibacterial 
agents  help  promote  rapid  healing 

So  if  your  customer  has  a 
sore  mouth,  tell  him  about 
Medijel.  He'll  thank  you  for  it. 


Further  information,  includinj 
data  sheets,  is  available  from 
Dendron  Ltd.,  94  Rickmansworth 
Road,  Watford,  Herts  WDl  7JJ. 
Tel.  (0923)  29251. 


Medijel 

Soft  pastilles  and  soothing  gel 
for  mouth  ulcers. 


Samco  by  Mazzucchelli-The  eyes  of  81 


*  Over  90  sensational  fashion  styles. 
*  Superb  quality  and  unique  Italian  flair. 
*  Wide  range  of  lenses -including  the  most  advanced  photochromic  lenses - 
'Reactolite  Rapide'  and  'Sunsitive  Rapid'. 

*  Really  competitive  prices. 

*  Eye  catching  pre-stocked  floor  standing  and  counter  size  display  stands. 

*  Attractive  terms -Order  NOW-Pay  LATER. 

America  a  la  Carte  -  £20,000  worth  of  prizes 

15  Star-Spangled  Fortnights  in  the  U.S.A.  to 
be  won. 

For  further  information  on  Samco  '81, 
and  a  copy  of  the  fabulous,  full  colour  brochure 
for  1981,  write  to:- 

Mazzucchelli  Ltd,  Bushey  Close,  Kenley,  Croydon,  SURREY  or  Addis  Ltd,  Ware  Road,  Hertford,  HERTS  SG13  7HL 


SUNGLASSES  '81 


Comment 


Goggles  shine  in  fashion  and  sun 


Trouble  comes  in  threes  if  we  are  to 
believe  the  wise  old  saying.  In  which 
case  why  does  1980  go  down  in  the 
records  as  the  summer  that  never  was 
— so  far  as  sunglass  sales  are 
concerned?  Four  bad  summers  in  a 
row  have  definitely  put  a  damper  on 
the  market  and  even  the  "insurance 
policy"  of  turning  sunglasses  into 
fashion  accessories  has  been  less 
successful  than  in  the  early  days  the 
boom. 

Whether  sunglass  brand  managers 
like  it  or  not,  weather  forecasts  will 
continue  to  haunt  their  lives  and  the 
idea  of  sunglasses  being  to  shade  the 
eyes  in  sunny  weather  will  still  rule  the 
roost,  no  matter  how  hard  they  try  to 
convince  us  otherwise. 

Most  current  problems  appear  to 
stem  from  an  over-op  timistic  assessment 
of  the  UK  market  made  in  those  good 
old  sunny  days  of  yesteryear. 
Consequently  the  larger  companies  such 
as  Wilkinson  and  Unilever  entered  the 
field  with  false  hopes,  large  advertising 
budgets  and  even  larger  expectations  of 
results. 

Taking  a  look  at  the  overall 
market,  Polaroid  having  withdrawn 
from  the  USA  and  Germany  for  1981 
and  Wilkinson  Carmargue  from  the 
German  market;  withdrawals  from  UK 
market  are  probable. 

Belt-tightening  is  already  apparent. 
Ranges  are  being  streamlined  and  the 
more  extreme  fashion  styles  are  not 
quite  so  apparent  this  year.  Some  of  the 
planned  large  advertising  and 
promotional  budgets  did  not  materialise 
in  1980  and  Foster  Grants  have  said 
they  will  not  be  undertaking  any 
consumer  advertising  in  the 
forthcoming  season. 

So  what  does  the  1981  season  hold 
in  store?  Fashion  seems  to  have  opted 
for  smaller,  more  streamlined 
sunglasses.  Ironically  this  could  also  be 
a  description  of  the  market.  However, 
even  in  a  wet  summer  millions  of  pairs 
of  sunglasses  will  be  sold,  and  chemists 
lay  claim  to  a  significant  Share.  So  the 
message  is :  buy  wisely — but  buy ! 


Cover:  Lookers  by  Polaroid  model  8183 
(£9.95)  has  a  gently  upswept  look 
which  goes  well  with  the  multi-floral 
prints,  the  tiered  skirts  and  the  sixties 
styles  which  are  predicted  to  be  making 
a  comeback  for  1981.  It  is  available  in 
UV-96  graduated  lenses  or  Polaroid 
graduated  polarising  lens 


Fashion  is  the  emphasis  in  the  Goggles 
81  collection  and  the  brand  continues 
to  borrow  shape,  colour  and  design 
from  current  fashion  trends. 

With  some  1 20  models  and  four 
lens  types — IR  Glass,  CR39,  polarised 
and  Sunsitive  (plus  Sunsitive  Rapid) — 
many  styles  feature  upswept  frames 
and  combinations  such  as  tortoiseshell 
and  gold  or  crystal  and  silver.  Where 
duo-tones  led  the  way  in  1980 
decoration  is  the  star  for  the  new 
season. 

Prices  range  from  £5.50-£16  (top- 
of-the-market  Super  Goggles  retailing 
at  £21 -£37)  with  the  emphasis  on  the 
up-to  £7.95  price  bracket  which  are 
available  in  an  increased  number  of 
styles. 

The  theory  behind  Goggles 
marketing  is  that  with  two  of  the  worst 
possible  summers  behind  us,  and  a 
general  economic  depression  that  has 
badly  effected  retailers — especially  those 
involved  with  seasonal  merchandise' — 
the  approach  to  selling  fashion  rather 
than  sun  accessories  makes  sense. 
Historically,  the  makers  say,  sunglasses 
have  been  removed  from  sight  with  the 
first  signs  of  autumn,  but  there  is  no 
reason  why  manufacturers  and  retailers 


alike  should  not  benefit  from  a  year- 
round  selling  opportunity.  Thus 
advertising  and  publicity  for  Goggles 
places  stress  on  fashion  and  trend 
rather  than  on  the  cliched  beach  or 
summer- sunshine  theme. 

And  they  say  this  works,  Goggles 
was  supported  with  the  biggest 
advertising  spend  in  the  previous  season 
—£209,400— in  comparison  to  £189,119 
by  Polaroid  and  £179,710  by  Foster 
Grant. 

The  company  also  estimate  Goggles 
held  an  1 1  per  cent  share  of  the 
market  with  Foster  Grant  holding  14 
per  cent,  Polaroid  1 2  per  cent  and 
Boots  own  brand  9  per  cent. 

For  POS,  Goggles  will  be  supported 
with  a  series  of  photographs  to 
emphasise  the  fashion  aspect.  Stands 
have  been  streamlined  and  there  are 
two  comprising  52-pieces,  one  of  which 
is  illuminated,  and  a  22-piece  floor 
stand  which  features  adjustable  mirrors, 
leaflet  dispensers  and  translucent 
holders  allowing  the  frames  to  be 
illuminated  on  the  stands.  A  major 
publicity  campaign  is  planned  for  early 
1981.  Par f urns  Roberre  Ltd,  44 
Portman  Square,  London  W1A  1DY.  ■ 
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Polaroid  aim 
to  remain 
'number  one' 


Independent  retail  audit  figures  taken 
during  the  summer  months  are  claimed 
by  Polaroid  to  give  their  Lookers 
range  of  sunglasses  an  increased  lead 
over  Foster  Grant  and  Goggles. 

Following  an  early  summer  survey 
which  gave  Lookers  a  22  per  cent 
market  share  and  Foster  Grant,  their 
nearest  rivals,  13  per  cent,  research 
now  shows,  they  say,  that  during  May 
and  June  1980  Polaroid  sold  twice  as 
many  sunglasses  as  Foster  Grant,  and 
four  times  as  many  as  Goggles  who 
were  credited  with  5  per  cent  of  the 
market  share  in  the  original  figures. 

Commenting  on  this  Lou  Sharman, 
Polaroid  sunglass  marketing  manager 
says:  "Our  consistent  lead  in  the 
market  throughout  the  1980  season 
endorses  our  decision  two  years  ago  to 
offer  the  chemist  a  well  balanced  range 
of  sunglasses  containing  all  the  lens 
types." 

And  to  continue  their  brand 
leadership  Polaroid  say  they  will  be 
supporting  Lookers  with  a  £50  million 
consumer  promotion  entitled  "Number 
one  for  '81". 

Starting  in  February  and  running 
through  to  the  end  of  June,  £1  will  be 
given  back  to  any  consumer  purchasing 
a  pair  of  Lookers  sunglasses  worth  £6 
or  more.  The  stockist  has  only  to 
display  the  sunglass  dispenser  holding 
the  £1  claim  voucher — consumers  send 
the  sunglass  hangtag,  sales  receipt  and 
completed  voucher  direct  to  Polaroid. 

Vouchers  and  dispensers  are 
available  to  the  retailer  in  a  package  of 
display  material  and  there  will  be 
national  advertising  throughout  the 
promotion  period. 

Although  this  is  the  first  time 
Polaroid  have  launched  such  an  offer 
on  sunglasses  they  have  had  previous 
experience  in  the  photographic  market 
with  three  similar  refund  promotions 
and  they  anticipate  a  huge  response  to 
the  offer. 

The  1981  range  of  Lookers 
comprises  over  100  models  with  the 
accent  on  metal  models.  The  sunglasses 
come  in  pre-priced  packs  of  50,  100, 
150  and  250  units.  Stands  are  internally 
illuminated  and  all  have  headers 
featuring  the  "£1  money  back" 
promotion,  with  fashion  pictures 
tying-in  to  national  advertising.  Each 


stand  is  supplied  with  a  mirror,  a  "£1 
off"  leaflet  dispenser,  banners  and  door 
decals.  A  new  clip-on  stand  that  holds 
12  clip-on  variations  is  enclosed  with 
the  30  unit  clip-on  pack. 

Two  new  photochromic  lenses  have 
been  added  to  the  1981  range  which 
already  include  polarising,  UV96, 
CR39,  gradient  and  photochromic.  The 
new  lenses,  both  Reactolite  Rapide 
are  a  brown  and  pretinted  grey,  which 
come  in  a  new  photochromic  pack  of 
20  sunglasses. 

Lookers  sunglass  prices  range  from 


Sales  of  Solarite  sunglasses  are  claimed 
by  the  company  to  have  increased 
substantially  during  the  1980  season 
despite  problems  with  the  economy  and 
weather. 

With  a  promotional  slogan  of 
"Sunbeatable"  for  the  1981  collection, 
the  company  describes  its  range  in 
fashion  terms  as  "gently  geometric 
shapes  with  semi-butterfly  and  slightly 
upswept  styles  showing  well.  Colour 
tones  are  varied  with  metallic  tints  on 
plastic  frames  and  some  lines  featuring 


£3.95  from  a  clip-on,  and  from  £5.95 
for  a  metal  sunglass,  to  £19.95  for  a 
top  of  the  range  photochromic  or  a 
model  in  the  Christian  Latour  couture 
range  which  all  have  CR39  graduated 
lenses. 

Early  buying  incentives  are 
available  for  retailers  and 
representatives  are  now  calling  on 
chemists.  Retailers  who  have  not 
received  a  visit  should  contact  Hilary 
Tootell  on  St  Albans  (0727)  59191 
extension  256.  Polaroid  (UK),  Ltd, 
Ashley  Road,  St  Albans,  Herts.  ■ 


coloured  rim  interiors  for  extra  effect." 

Many  of  the  Solarite  fashion  frames 
are  available  in  the  company's  other 
sunglass  ranges  to  give  a  wider  choice. 
Pol-rama  polarising  sunglasses  are  said 
to  continue  to  be  popular  and  there 
are  eight  Sunsitive  sunglasses  with 
photochromic  lenses.  Four  metal 
frames  are  fitted  with  regular  Sunsitive 
lenses  (around  £6.95)  and  Super- 
Sunsitive  lenses  come  with  plastic 
frames  faround  £8.95). 

In  the  Solarite  haute-couture  range, 
Giacomo,  styles  will  be  available  with 
new  metallic  tones,  the  "G"  logo  is 
retained  and  a  shiny  case  is  being 
introduced  (£15.95). 

Other  models  available  from 
Solarite  are  four  classic  metal  frames 
(£7.95),  nine  fashion  models  (£10),  and 
at  the  top  end,  nine  optical  market 
models  (£18-£25).  Lens  types  available 
are  Rapide,  new  pre-tinted  lenses, 
Zeiss  Umbral,  impact  resistant, 
mirrors,  gradutint  and  rimless.  Also 
available  are  15  Solarite  clip-ons. 
Lessor  Brothers  Ltd,  Lesbro  Works, 
Hylton  Street,  Birmingham.  ■ 


Solarite  develop  'Sunbeatable'  image 
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Move  into  the 
money  with 

Sunbrella- 

the  swiftest  shifters  around. 


Brighter  Future  for  you: 

In  1981  the  Sunbrella  range  (prices  from  £3.95 
to  £8.95)  will  be  the  best  value  for  money 
around  for  your  customers,  and  with  an 
unbeatable  margin,  that's  good  news  for 
Sunbrella  distributors. 

Sunny  Outlook  in  All  Areas 

With  several  different  ranges  of  lenses 
available  (one  especially  for  children) 
Sunbrella  Sunglasses  are  ideally  suited  to  the 
needs  of  your  customers.  Whether  it  is 
shatterproof,  polarising,  or  the  reactolite 
rapide  lens  that  is  needed  -  Sunbrella  have 
them  all  in  a  choice  of  colours  and  styles. 


[  li<fS3*eshtGR 


High  Pressure  Help 

High  powered  characters  will  help  you  shift 
our  special  personality  range  -  JR  Ewing, 
everybody's  favourite  baddie  will  feature,  in 
specially  designed  merchandising  cards. 


Visibly  Good 

Keeping  the  merch; 
display  is  absolutely 
for  sales. 
So  we've  always 
put  point-of-sale 
support  top  of  our 
list  of  priorities. 
In  1981,  Sunbrella  will 
be  coming  with  an 
unrivalled  choice  of 
floor  and  counter 
displays,  and  special 
merchandisers. 

Further  Outlook 

We've  been  in  the 
business  forlOyears 
but  we're  not 
pausing  to  celebrate. 
We're  already  moving 
on,  preparing  to  enjoy  a  really  successful  1981 
and  so  can  you,  by  stocking  Sunbrella. 

Jackel  International  (UK)  Limited, 
Kitty  Brewster  Estate,  Blyth  NE24  4RG. 
Telephone:  Blyth  (06706)  66771 
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International  fashion 
theme  for  Samco 


Mazzucchelli  believe  that  "fashion 
sunglasses  have  never  been  more 
popular" — a  belief  that  is  consistently 
expressed  throughout  their  1981 
sunglass  collection.  They  say  that 
"through  their  inspired  feeling  for  line 
and  curve,"  they  have  "endowed 
Samco  '81  with  an  authority  and  look 
unrivalled  in  fashion  sunglasses." 

Taking  the  theme  "no-one  cares 
more  for  your  eyes  than  Samco," 
Mazzucchelli  are  proud  to  boast  that 
they  exercise  total  control  over  every 


The  largest  collection,  17  styles  in 
all,  is  the  Manhattan  collection  with  the 
majority  of  lenses  being  gradient  CR39 
but  also  comprising  a  polarised  and 
an  impact  resistant  glass  mirror  lens. 
All  models  (£9.99  each)  have  either 
acetate  or  light  metal  frames  and  five 
pairs  are  described  as  ideal  for  sporting 
occasions. 

Models  in  the  Deauville  and 
Elysee  collections  (£10.99-£1 1 .99)  all 
feature  gradient  OR39  lenses. 
Comprising  seven  and  six  styles 


stage  of  production. 

Incorporating  over  90  designs,  (of 
which  about  15  are  new)  each  pair  of 
fashion  and  photochromic  glasses 
comes  with  its  own  suede-look  wallet. 
All  pairs  carry  swing  tickets,  first 
introduced  last  year,  to  show  lens  type, 
style  number  and  retail  price. 

The  "Samco  by  Mazzucchelli"  logo 
appears  on  the  wallets,  tickets  and  the 
13  floor  and  counter  display  stands. 

Five  types  of  lenses  feature  in  the 
collection — CR39,  polarised,  impact 
resistant  mirrored  glass,  Sunsitive 
rapid  and  Reactolite  Rapide — and  with 
a  price  range  of  £6.99-£18.99  the 
sunglasses  this  year  take  an 
international  theme. 

The  range  comprise  the  Bel  Air 
collection  (£6.99) — 1 1  styles  in  a 
combination  of  acetate  and  fashioned 
metal  frames  with  polarised  or 
gradient  CR39  lenses. 

Similar  frames  and  lense  styles 
feature  in  the  Veneto  collection,  a 
range  of  five  sunglasses  (£7.99)  and  in 
the  Aspen  collection  light  metal 
frames  are  also  available  for  the  twelve 
models  (£8.99). 


respectively  frames  include  acetate, 
super  metal  and  two  rimless  styles. 
The  company  describe  the  Elysee 
collection  as  the  top  end  of  their 
fashion  range. 

Twelve  photochromic  sunglasses 
(£13.99-£15.99)  are  available  with 
Sunsitive  Rapide  lenses  and  there  are 
five  super  metal  and  seven  acetate 
frame  styles.  Finally  there  are  twelve 
sunglasses  in  the  Reactolite  Rapide 
range  (£16.99-£18.99). 

To  complete  the  collection  there  are 
four  clip-on  styles  (£4.99),  a  "young 
set"  with  four  models  (£1.99)  and  a 
child's  pack  of  six  styles  (£0.99).  The 
latter  are  available  for  display  in  a 
dump  bin  and  display  boxes  are 
available  for  the  clip-ons  and  "young 
set". 

Packs  available  vary  from  a  two 
dozen  Reactolite  Rapide  counter  stand 
to  a  24  dozen  fashion  and 
photochromic  stand  with  illuminated 
header.  Dealers  stocking  the  1981 
collection  will  be  eligible  to  enter  a 
competition  with  15  prizes  of  holidays 
in  America.  Mazzucchelli  Ltd,  Bushey 
Close,  Kenley,  Surrey  CR2  5AU.  ■ 


Bartex  continue  to 
hold  prices  down 

There  will  be  no  increase  in  price  for 
the  1981  Bartex  range  of  sunglasses. 
Photochromies  are  again  available 
fitted  with  Reactolite  Rapide  lenses, 
and  supplied  in  assorted  nickel  and  gilt 


frames  complete  with  individual 
sunglass  case  (£6.95  plus  VAT).  Bartex 
"Photo-change"  (£3.99)  are  fitted  with 
unbreakable  plastic  lenses  which 
provide  a  clear-to-shaded  darkening 
effect  in  about  30  seconds  in  sunlight, 
and  are  in  various  styles  with  black, 
nickel  or  gilt  frames  and  coloured  inlay 
around  the  lenses. 

The  introduction  of  Snoopy 
sunglasses  (£0.50)  for  children  in  1980 
proved  successful  and  they  are  again 
available  in  assorted  red,  yellow  or 
blue  frame  colours. 

Other  children's  styles  include  the 
Disney  selection  which  features  Mickey 
Mouse  and  Donald  Duck.  These  are 
supplied  in  red,  blue  or  white  frame 
colours  (£0.30  plus  VAT). 

A  new  addition  to  the  Bartex 
fashion  range  is  the  "teen-age  fashion" 
selection  with  four  styles  in  soft  pastel 
frames  with  a  silver  fleck  look  available 
in  assorted  colours  (£0.35  plus  VAT). 
Another  popular  line  for  young  people 
is  Bartex  motifs  fitted  with  CR39 
degrade  lenses  which  feature  "Love", 
heart  or  butterfly  designs  in  sparkling 
diamente  stones.  These  are  in  a  variety 
of  shapes  and  colours  (£3  plus  VAT). 

Bartex  polarised  sunglasses  come  in 
a  wide  range  of  shapes  and  styles 
available  with  plastic  frames,  and 
metal  or  metallised  frames  in  nickel  or 
gilt  (£1  -£2.75  plus  VAT).  For  spectacle 
wearers  there  are  the  flip-clips  and 
clip-overs  (£1.25  plus  VAT).  Finally 
there  are  assorted  colours  and  styles 
for  children's  polarised  sunglasses 
(£0.65  plus  VAT)  and  fashion  styles 
are  available  (£0.16-£0.18  plus  VAT). 

POS  material  includes  metal  floor 
stands  with  mirrors,  a  selection  of 
counter  display  stands  and  there  will  be 
a  national  bus  poster  advertising 
campaign  for  the  spring/summer  1981. 
Alfred  Franks  &  Bartlett  Co  Ltd,  167 
Freston  Road,  London  WW  6TH.  ■ 
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Thebigge 

pro 


As  brand  leader  in  the  sunglass  market, 
you  d  expect  us  to  do  things  in  a  big  way. 

But  even  you  might  be  surprised 
at  the  scale  of  our  1981  promotion. 

Throughout  the  summer,  well 
be  running  full  page  advertisements 
in  the  national  daily  and  Sunday 
press,  offering  a  £1  refund  on 
every  pair  of  Lookers  by 
Polaroid  priced  £6  or  over. 

That  includes  over 
100  sensational  styles. 

What  do  you  MMm. 
have  to  do?  Nothing. 

What  do 
your  customers 
have  to  do? 
Just  send  us  the 
coupon  (or  a 
voucher  from  the 
point  of  sale)  together 


t  sunglass 
xi  ever. 


the  hang  tag  and 
sales  receipt. 

In  return,  we'll 
send  them  a  crisp  £1 
note.  Altogether,  fifty 
million  coupons  are 
planned  to  appear  in 
newspapers. 

That's  a  large  invest- 
ment from  us. 

And  a  large  number 
of  customers  for  you. 

Be  prepared,  order  / 
your  sunglasses  now,  and 
well  send  you  free  display 
material  and  refund     /  ^ 
vouchers. 


As  you  can  see  /  ^N 


To:  Lou  Sharman, 
Polaroid  (UK)  Ltd., 
Ashley  Rd.,  St.  Albans, 
Hertfordshire  AL1  5PR. 


we're  number  one  Telephone:  stAibans  59191 

1  1  f  tK.  Please  □  Send  me  your  Lookers 

..and  we  plan  to  s  oLy— byPolaroidsun8lassesbrochure- 


stay  that  way  <(5L 

/  \V>A  Address  


O  Ask  your  representative  to  call. 


4*> 


-Tel: 


"Polaroid"  and  "Lookers"  are  trademarks  of  Polaroid  Corporation. 
Cambridge,  Mass.,  USA.  ©1980  Polaroid  Corporation. 


"Correna 
competitors 
in  the  shade? 


"We've  got  some  very  good 
reasons  for  feeling  extremely 
confident  about  1981. 

"Forget  the  gloom  and 
doom.  There  will  be  literally 
thousands  of  pairs  of  sunglasses 
sold  in  1981,  and  we're  talking 
about  a  formula  for  success  that 
you  can  bank  on. 

"Correna  success  -  success 
that's  been  established  over 
many  years  as  one  of  the  leading 
brands  in  the  sunglass  market. 
And  there's  a  new  style  to 
Correna  in  1981. 

"Both  our  image,  which  is 
important,  and  our  name, 
herald  the  launch  of  our 
fantastic  1981  collection  of 
sunglasses. 

"The  new  styles  are  colour- 
ful and  exciting. 

"There're  sunglasses  with 
an  all  round  fashion  accessory 
appeal,  and  that's  a  fact  you  can 
plan  your  profits  on!' 

Correna:  A  name  to  be 
seen  with 

"Nowadays,  brand  tags  are  as 
much  a  part  of  fashion  as  the 
products  themselves  and  we're 
going  to  make  Correna  the 
name  to  be  seen  with. 

"We've  rung  the  changes 
with  our  name  style,  and  we're 
out  to  create  a  lot  of  interest 
and  excitement  with  our  new, 
easily-recognisable,  sophisti- 
cated brand  look'.' 


Fresh  image  with 
traditionafvalue 


impact  than  ever  before. 

"In  1980  we  estimate  that 
as  a  company  we  took  some 
14%  of  the  sunglass  market. 
In  1981,  we  won't  be  forgetting 
our  traditional  values  like 
maintaining  high  quality, 
competitive  prices,  value  for 
money  and  unbeatable  service." 


We'll  stop  them  in  their  tracks 

"There  will  be  no  danger  of 
missing  us  in-store.  The  new 
1981  range  of  point  of  sale 
material  is  designed  to  get  more 
than  just  a  second  glance.  We've 
developed  a  new  range  of 
header  cards  and  posters  to 
create  an  atmosphere  that  will 
draw  customers  to  your 
Correna  stands,  stocked  with 
the  fastest  selling  sunglasses  in 
town." 


Ken  Tweedie,  Managing  Director, 
Correna  International 

Correna  fashion  goes 
to  the  head 

"Eye-catching  is  probably 
the  most  apt  description  of  our 
new  full  colour  brochure. 


"Our  advertising  can  best 
be  summarised  by  calling  it 
impactful  and  intensive.  For 
example,  we  are  taking  the 
fashion  world  by  storm  with 
five  consecutive  full  pages  in 
Vogue. 

"I  believe  that  when  you 
again  make  Correna  your  first 
choice  for  1981,  you  will  be 
profiting  from  it  in  a  big  way." 


Correna  International, 
6  Albemarle  Street, 
London  W1X4AJ. 
Tel:  01-491 3414. 


"Correna  through  1981  is 
going  to  have  more  market 


Correna  for  81 

means  sunglasses  success. 


SUNGLASSES  '81 


Salesforce  drive 
with  chemists 
in  mind 


Foster  Grants  will  not  be  using 
consumer  advertising  in  1981  but,  they 
say,  some  of  their  promotional  budget 
will  be  channelled  into  a  newly- 
established  sunglasses  salesforce. 

The  company  estimate  they  are 
already  stocked  in  2,400  independent 
chemists  and  are  hopeful  of  increasing 
this  to  3,000. 

"Independent  chemists,"  they  say, 
"are  extremely  important,  and  account 
for  nearly  50  per  cent  of  Foster  Grant 
sales  by  volume,  with  department 
stores  and  High  Street  multiples 
accounting  for  the  rest.  With  an 
improvement  to  3,000  independent 
stockists  we  would  anticipate  that  our 
business  through  this  sector  will  grow 
further  in  importance." 

Brand  share  (figures  quoted  by 
Foster  Grant  based  on  market  value 
for  May /June  1980  show  Foster  Grant 
holding  a  1 6  per  cent  share  (compared 
to  13  per  cent  last  year).  Polaroid's 
Lookers  are  credited  with  12  per  cent 
(from  9  per  cent),  Goggles  9  per  cent 
(11  per  cent),  Boots  7  per  cent  (1 1  per 
cent),  Sunbrella  2  per  cent  (3  per  cent) 
and  Correna  1  per  cent  (2  per  cent). 

In  volume,  Foster  Grant  claim  to 
have  a  steady  1 1  per  cent  share  of  the 
markets.  Polaroid,  they  say,  lost  2  per 
cent  (10-8  per  cent),  Goggles  held  a 
steady  6  per  cent,  Boots  had  a 
decrease  of  3  per  cent  (13-10  per  cent), 
Sunbrella  1  per  cent  (3-2  per  cent)  and 
Correna  also  saw  a  volume  decline  of 
1  per  cent  (2-1  per  cent). 

Foster  Grant  say  that  overall  the 
total  market  for  spectacles  in  May/ 
June  1980  was  up  14  per  cent  by 
volume  and  30  per  cent  by  sterling, 
based  on  the  same  period  in  1979. 
They  suggest  that  the  burst  of  good 
weather  around  Easter  was  influential 
and  that  an  average  20  per  cent  price 
increase  across  the  major  brands  on 
1979  prices  made  an  impact  on  the 
value  of  sales. 

For  the  1981  season  Foster  Grant 
are  marketing  96  styles  (100  with 
clip-ons)  of  which  29  are  new.  Although 
a  slightly  smaller  range  compared  to 
last  year,  all  tastes  are  still  catered  for. 

The  new  styles  are  featured 
throughout  the  range  with  a  variety 
of  frames  including  a  gold  model  with 
a  chain  to  bar  and  a  grey  humbug 
design.  Super  skinnies  with  fine  metal 


frames  in  gold,  silver  and  metallic 
comprise  a  strong  part  of  the  range 
although  the  more  outrageous  fashion 
styles  such  as  the  rhinestone  cat's-eyes 
model  are  still  available.  Flash 
mirrored  lenses  are  available  this  year 
after  company  research  found  that 
people  preferred  to  see  the  eyes  behind 
the  lenses. 

A  new  development  in  this  year's 
range  is  the  introduction  of  crylon 
frames  which,  Foster  Grants  say, 
combines  "the  lightweight  appearance 
of  the  finest  metal  frames  with  the 
suppleness  of  nylon  . . ." 

Prices  range  from  £5.99  for  clip-ons 
to  £16.99  with  models  featuring  either 
gradient,  photochromic  or  polarised. 

Merchandisers  similar  to  those  used 
last  year  are  available  but  will  feature 
mirror-effect  headers  and  base  panels. 
Modifications  have  also  enabled  clip- 
ons  to  be  included  on  each  stand. 
Counter  stands  can  hold  either  60  or  80 
pieces  and  there  are  three  floor  stands 
for  150,  220  and  300  pieces. 

The  Charles  Jourdan  haute  couture 
range  of  sunglasses  will  still  be  available 
through  selected  outlets  but  the 
Carmargue  range  will  no  longer  be 
marketed  in  Britain.  Wilkinson  Sword 
Ltd,  Sword  House,  High  Wycombe, 
Bucks.  HP13  6E  ■ 


Signed  collection 


Oliver  Goldsmith  will  be  releasing  a 
new  collection,  the  Signature  collection 
for  the  1981  season.  Each  pair  of 
sunglasses  will  have  the  new  Oliver 
Goldsmith  signature  embossed  on  the 
temple  with  the  OG  logo  incorporated 
into  the  outside  of  both  temples. 

The  collection  consists  of  12  new 
designs  each  in  a  choice  of  three 
material  frame  colours  and  fitted  with 
colour-matching  CR39  safety  lenses. 
Extra  fast  Photosun  and  graduated 
extra  fast  Photosun  are  available  to 
order  and  every  pair  of  sunglasses 
comes  complete  with  a  signature  woven 
case.  ATI  Oliver  Goldsmith  sunglasses 
are  hand-made  in  England. 

Oliver  Goldsmith  say  they  are  also 
acting  distributors  for  Ray-ban,  Lanvin, 
Emmanuelle  Khanh,  Daniel  Hechter 
and  Sunray  rolled  gold  sunglasses. 

"The  cheaper  end  of  the  sunglass 
market"  the  company  says  "has 
suffered  dramatically  this  year,  yet 
demand  for  the  top  quality  and  higher 
priced  sunglass  has  continued  to  gain 
strength".  P.  Oliver  Goldsmith  Ltd, 
18  Station  Close,  Potters  Bar,  Herts 
EN 6  ITS.  ■ 
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Correna  hold 
their  own  in 
fashion  stakes 

Despite  another  disappointing  summer 
— and  the  economic  recession — 
Correna  International's  two  brands, 
Correna  and  Sunbrella  are  claimed  to 
have  maintained  their  sterling  sales  in 
1980  and  increased  their  market  share 
by  three  per  cent  to  around  15  per  cent. 
Correna  estimated  the  market  this  year 
to  be  worth  £35-£40  million. 

Sunbrella,  which  are  sold  exclusively 
through  independent  chemists  (30  per 
cent  of  the  total  market)  enjoyed  what 
the  company  believes  to  be  their  most 
successful  season  with  sales  12  per  cent 
up  on  1979.  Correna,  with  majority 
sales  through  departmental  stores, 
maintained  its  1979  selling 'level. 

'Next  year,  Correna  International 
say  they  will  be  relaunching  the 
Correna  range  with  a  new  high  fashion 
image  and  the  latest  styles  from 
Europe.  The  look  for  1981  is  "Retro" 
in  which  frames  will  be  much  smaller 
with  high  temples,  in  classical  colours. 

Both  Correna  and  Sunbrella  ranges 
have  been  streamlined  and  retail  prices 
have  been  maintained  (in  some  cases 
reduced)  for  the  1981  season.  Correna 
prices  will  range  from  £5.50-£l  5.50, 
the  haute  couture  range,  £25 -£33 
and  Sunbrella,  £3.95-£l  2.50. 

Sunbrella's  personality  promotion 
for  1981  (last  year's  were  the  "Fonz" 
and  "the  Incredible  Hulk")  will  be  the 
"J  R  Ewing"  range  which  offers  two 
styles  with  metal  frames  and  impact 
resistant  lenses  (£4.95).  Correna 
International,  Kitty  Brewster  Estate, 
BIyth,  Northumberland.  ■ 


Titcomb  activity 


The  Titcomb  range  of  sunglasses  for 
1981  features  a  wide  range  of  lens  and 
frame  styles.  Reactolite  Rapide 
lenses  by  Chance  Pilkington  will  be 
the  most  popular  of  the  photochromie 
sunglasses  says  the  company  who  have 
a  choice  of  45  models  available, 
including  metal  and  injection  moulded 
styles. 

The  company  has  a  choice  of  40 
metal  rimless  and  injection  moulded 
models  available. 

Also  available  are  models  with  Carl 
Zeiss  lenses,  several  new  models  with 
polarised  lenses  and  injection  moulded 
frames,  a  range  of  childrens 
sunglasses  and  clipovers. 

Display  stands  for  the  floor,  counter 
and  window,  showcards  and  clipover 
display  stands  are  available  free  of 
charge.  No  commitment  to  pre- 
packed fixed  assortments  is  necessary. 
Titcomb  Fashion  Sunglasses,  24 
Hum  Road,  Christchurch,  Dorset.  ■ 


Autoglaze  extend 
lens  range 

For  the  1981  season  Autoglaze  say  the 
major  part  of  their  manufacturing 
capacity  will  be  taken  up  with  the 
production  of  custom  made  sunglasses 
and  clip  overs. 

They  will  be  offering  a  wider  range 
of  sunglass  lenses,  including  Reactolite 
Rapide,  polarised,  CR39,  Sunsitive 
(standard  and  rapid)  and  acrylic. 

Autoglaze  supply  a  range  of 
sunglasses  featuring  Reactolite  Rapide 
direct  to  the  chemist  trade  under  the 
Sombrero  brand  name  and  are 
distributors  for  Bausch  and  Lomfo's 
Ray-Ban  sunglasses  in  the  UK.  Two 
ranges  are  available.  For  the 
sporting  man  there  are  seven  basic 
models  available  and  for  the  first  time 
eight  styles  (£36-£60  +  )  with  gradient 
there  will  be  a  range  of  women's 
sunglasses.  Naturals  will  comprise 
lenses.  Autoglaze  Optical  Co  Ltd, 
Silchester  Road,  St  Leonards-on-Sea, 
East  Sussex.  ■ 


Practical  Solar 


Sunglass  fashions  for  1981  reflect  the 
current  trend  to  spend  money  with 
caution,  according  to  Solar  of  France. 
Flamboyant,  less  practical  styles,  they 
say,  are  out :  smaller  eye  shapes  and 
fine  classical  frames  are  in. 

The  1981  Solar  Collection  (£3.50- 
£19.95)  they  say  covers  all  lens  types. 

Metal  half- frame  styles  are  included 
in  the  collection  and  there  is  a  new 
flip-clip  style  for  spectacle  wearers. 
Solar  of  France,  154  Queens  Road, 
Buckhurst  Hill,  Essex.  ■ 


AUTOGLAZE 

SPECIALISTS  IN  THE  MANUFACTURE  OF  QUALITY  SUNGLASSES 

Complete  service  for  custom  made  own  brand  sunglasses  and  clipovers  includes  consultation,  design, 
manufacture,  presentation  and  packaging. 

Range  of  sunglass  lenses  available  includes  Reactolite  Rapide  (now  available  in  Brown  and  pre-tinted  Grey), 

CR39,  Polarised,  Sunsitive  (standard  and  rapid),  Acrylic,  etc. 

Chemical  tempering  of  glass  lenses  to  international  standards  supplied  automatically. 

CONTACT  IAN  IF B BUTT,  MANAGING  DIRECTOR 

Autoglaze  Optical  Co.  Ltd.,  Silchester  Mews,  Silchester  Road,  St.  Leonards-on-Sea,  East  Sussex  TN38  0JB 

Tel:  0424  440940  Telex:  943763  CROCOM  G 
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It's  the  first,  the  most  famous, 
fast-reacting  photochromic  glass  in  the  world. 


Reactolite  Rapide  fast  reacting 
)hotochromic  glass  was  the  major 
uccess  story  of  the  1980  sunglass 
narket.  Demand  created  by  the 
mblicity  campaign  outstripped  all 
xpectations. 

In  1981  Reactolite  Rapide  lenses 
vill  again  be  advertised  on  television 
ind  in  the  Sunday  colour  supplements, 
;o  be  sure  that  you  have  sufficient 


stocks  to  meet  the  demand. 

Look  out  for  the  two  new  lenses 
in  the  range-Reactolite  Rapide 
Brown  90  with  high  fashion,  brown 
colour  appeal,  and  Reactolite  Rapide 
Grey  70,  a  pre-tinted  grey  lens  that  is 
ideal  for  sunglasses. 

Send  for  the  1981  sunglass 
publicity  pack  today.  (To  be  despatched 
in  March  1981). 


CHANCE  PILKINGTON  LIMITED 
St.  Asaph,  Clwyd  LL17  OLL, 
North  Wales,  U.K. 


"Reactolite  and  Rapide  are  Trade  Marks  ot  Pilkington  Brothers  Limited 
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Gay  Designs  6a  carefully 
balanced  selection' 


The  sunglass  market  has  to  change 
quite  drastically  in  its  approach  to 
marketing  if  it  is  to  survive  according 
to  Eddie  Harvey  for  Primetta.  "As  the 
advent  of  photochromic  glass  now 
makes  this  market  definition  more  of  a 
'leisure  glass'  area  by  virtue  of  our 
inclement  weather,  the  term  sunglass  is 
self  defeating  and  it  is  totally 
unpractical  for  manufacturers  to  rely 
on  the  weather  conditions  'before  they 
can  achieve  substantial  sales  and 
profitability." 

The  company  estimate  that  this 
season  the  market  will  see  a  20-25  per 
cent  drop  in  value  to  around  £30m 


due  to  both  the  weather,  which  was 
very  poor  even  by  English  standards 
from  the  end  of  May  to  the  last  week 
in  July — a  period  When  heavy  sales 
usually  occur — and  of  course,  due  to 
the  economic  climate  which  has 
affected  most  areas  of  retailing.  As  a 
consequence  the  company  anticipates 
several  withdrawals  from  the  UK 
market  within  the  next  two  years. 

On  a  positive  note  however  they 
feel  that  Rapide  lenses  have  had 
considerable  success  in  promoting  public 
awareness  for  the  Photochromic 
process  but  suggest  that  with  a  growth 


in  cheap  imports  there  could  be  a 
danger  of  a  price  war  developing. 

Gay  Designs  say  they  have  had  a 
successful  year  at  counter  level  which 
they  credit  to  their  policy  of  giving 
"a  reasonably  priced  product  with  stock 
replacement  systems. 

"Whilst  Gay  Designs'  main 
promotional  efforts  have  been  in  better 
department  stores  (which  have 
probably  acquired  their  considerable 
market  share  at  the  expense  of  the 
traditional  chemist  outlets)  significant 
progress  has  been  made  in  1980  with 
better  independent  chemists  and  chemist 
groups  looking  for  an  alternative  to 
the  brand  leader  type  merchandise." 

They  anticipate  "a  difficult  overall 
market  for  1981  which  would  naturally 
be  stimulated  should  we  experience  a 
better  summer  than  the  last  three ! " 
The  company  says  it  will  continue  to 
offer  the  public  a  product 
unencumbered  by  heavy  advertising 
budgets,  allied  to  maximum  support  to 
the  retailer. 

Gay  Designs  estimate  they  have  a 
5-6  per  cent  share  of  the  market  and 
say  they  will  continue  their  policy  of 
concentrating  on  the  top  end  of  sunglass 
market.  Described  as  a  "carefully 
balanced  selection"  there  is  the 
Primetta  range,  with  a  price  range  of 
£3.50-£29,  a  photochromic  range 
featuring  Super  Automatic  fast  reacting 
lenses  from  Destag,  West  Germany  and 
Chance  Pilkington's  Reactolite  Rapide. 

Also  available  is  a  range  with 
toughened  glass  lenses  which  the 
company  says  are  suitable  for  driving. 
Fashion  is  catered  for  with  a  range 
fitted  with  CR39  graduated  lenses  and 
there  is  a  small  polarised  range. 

The  collection  includes  the  latest 
trend  towards  smaller  and  combination 
frames  of  metal  with  plastic  arms  and 
trim. 

A  new  range  for  1981  is  the  Yves 
St  Laurent  collection  of  18  models 
(£25)  with  a  high  proportion  of 
classical  designs  in  colour  combinations 


100  frame  and  lens 
styles  from  Marby 

With  sales  now  said  to  be  exceeding 
one  million  pairs  a  year,  Marby  Lloyd 
claim  to  have  achieved  a  doubling  in 
sales  turnover  for  the  past  three 
consecutive  years. 

This  success  they  attribute  to  the 
Marby  package,  put  together  they  say 
"by  buying  from  all  corners  of  the 
world  .  . .  with  a  sympathetic  eye  for 
fashion  and  price  and  with  hard-selling 
point  of  sale  packs  that  are  designed 
not  only  to  display  the  product  but  to 
move  sunglasses  off  the  shelf  fast". 

For  1981  they  will  be  offering  over 
1 00  frame  and  lens  styles  including 
Reactolite  Rapide  (£5.95-£l  1.95), 
Sunsensor,  polarised  £1.95-£4.95), 
mirror  (£1.45-£4.95),  graduated  (£1.95- 
£5.95),  CR39,  and  impact  resistant  glass 
(£1.65).  Ten  clip-on  styles  (£0.45-£8.95) 
will  also  be  available  in  acrylic, 
polarised  and  Reactolite  Rapide. 

The  company,  believing  Reactolite 
Rapide  will  be  one  of  their  leading 
items  in  1981,  have  included  20  models 
in  the  range  and  there  will  be  five 
stand /marketing  units  offered.  New 
display  material  and  stands  will  also  be 
available.  Marby  Lloyd,  5  Fishponds 
Road,  Bristol.  ■ 


and  there  is  the  Balenciaga  collection 
of  18  models  (£25).  Gay  Designs  believe 
that  "The  new  sense  of  realism  in 
fashion  for  the  '80' s  is  reflected  in  these 
two  collections.  In  the  current  stringent 
economic  conditions  the  public  think 
of  a  couture  glass  as  an  investment  and 
consequently  do  not  want  the  more 
extreme  designs  on  offer  for  the  past 
two  seasons. 

Finally,  Vogue  is  described  as  a  high 
quality  hand-made  collection  (£29-£35) 
made  with  materials  from  a  specialist 
company  of  Florence  and  there  is  a 
hand-made  selection  of  Yves  St  Laurent 
models  for  limited  distribution.  Gay 
Designs  Ltd,  160  Vauxhall  Bridge 
Road,  London  SW1V  ZRA.  ■ 


SERVICE  —  QUALITY  —  VALUE  —  CHOICE 

TITCOMB  FASHION  SUNGLASSES,  24  HURN  ROAD,  CHRISTCHURCH,  DORSET,  BH23  2RN 
Telephone:  CHRISTCHURCH  483252  STD  0202  483252 
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i98o  over  one  million 
sunseekerswerelookins 

for  our  name. 
Will  you  be  ready  for  i98i  ? 


Over  one  million  sunglasses! 

Sounds  a  lot  doesn't  it.  It  is  a  lot  -  our  sales  have  doubled  for  the  past 
three  consecutive  years  despite  indifferent  summers. 

It's  indicative  of  the  success  story  of  the  Marby  package. 

We  say  package  because  we  don't  just  sell  sunglasses 
-  it's  a  total  package  from  properly  researching  the  market 
and  buying  from  all  corners  of  the  world  to  fit  that  market 
with  a  sympathetic  eye  for  fashion  and  price  to  hardselling 
point  of  sale  packs  designed  to  move  sunglasses  off  the 
shelf  fast 

Mix  all  this  with  the  fact  you  are  dealing  with  a 
very  competent  and  highly  organised  marketing  setup 
and  you  will  understand  why  Marby  means  volume 
sales,  volume  profits  and  volume  satisfaction  for 
thousands  of  retailers  all  over  the  country. 

We  filter  the  sun  not  the  profits. 

m/aft     HH  fj8n  a^H  Hv  hrIb 

worth  looking  into 

Marby  Lloyd  Limited,  542  Fishponds  Road,  Bristol  BS16  3EX.  Tel  (0272)  650262  &  658036 


I 


Sunsitive  lenses. 
For  every  kind  of  sunshine. 


Lenses  that  change. 


